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EW FEED DEALERS real- 
ly kept their retail prices 
in line with the market 
as it skyrocketed to new highs 
during the past 60 days. Despite 
this, most of us couldn’t help but 
make a profit as long as our 
stocks lasted. Let’s not lose this 
profit now that we’re back on a 
replacement basis. Merchandising 
is harder work than speculating 
but it is a much surer road to 
permanent success. The Feed Bag 
specializes in the publication of 
proved feed merchandising ideas. 
Find the money-makers for you 
in this issue. 
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Big Jo Flour 
IS STILL 


The Leader 


at Kellners 


Other flour comes and goes but for more than 
two-score years— Big Jo has been the leader at 


Kellners. 


The above illustration shows sacks of 


three different brands of flour—one is Big Jo, the 
other two are no longer milled. Big Jo has stood 


the test of time. 


Grandfather Kellner was a miller (and the old 
mill at Kellnersville is still operating) but he 
began selling Big Join 1896 to meet the new 
growing demand for patent instead of straight 
flour. His son John continued the business and 
branched out into Manitowoc where the grand- 
son, Lewis, operates Kellner Bros. Co. Says 
Lewis: ‘‘We now sell Big Jo through all the 
stores in Manitowoc and vicinity.” 


Big Jo Flour has been sold in the Manitowoc terri- 
tory by three generations of the Kellner family. 
More proof that it really is “Best in the World”. 
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ment. It will pay readers to trade with 
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Make no mistake 


about 
this! 


THE GLIDDEN CO. 
SOYA PRODUCTS DIVISION 
CHICAGO, ILLINOIS 
INGREDIENTS 
SOYBEAN OIL MEAL 
GUARANTEED ANALYSIS 

Min. 41. 


Contains the rich 
vitamin content 
that is present in 
fullymatured soy- 
beans. 


& 
THE GLIDDEN COMPANY 


SOYA PRODUCTS DIVISION 


5165-7 W. MOFFAT STREET 
CHICAGO 
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Build up and hold your poultry feed 
business with— 


WISCONSIN 


EGG MAKER 


and 


BIG FOUR MASHES 


WITH BUTTERMILE 
COO Liver oi 
AND MINERALS 


| \ 


>= 


The choice of Leading Poultrymen— 
For More Eggs Healthy Flocks 
Long Time Production . 


NORTHERN MILLING Co. 


WAUSAU Since 1883 WISCONSIN 


CHIMNEYS ano HEATING 
ARE NEXT 


HEAT AND DROUGHT 
will soon give way to 
COLD AND SNOW 
Then 


chimneys, flues and stoves will 
suddenly be useful again. 


Standard specifications furnished on request. 


Be positive your heating equipment is 
safely installed. 


MUTUAL FIRE PREVENTION BUREAU 


Department of the 
Association of Mill and Elevator 
Mutual Insurance Companies 


230 East Ohio Street e Chicago, Illinois 
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Lower Your Costs 
Establish Your Brands 


Increase Your Sales 


the Real PIONEER 
in 

Vitamin-Lactic Acid 

Concentrate Field 


Always absolutely dependable—Vy Lactos has swept into unparalleled popularity 


because of its KNOWN STABILITY, with thousands of feed mixers. 


Always the Same 

Impregnated with Life-Giving 
Vitamins 

Filled with Milk Values 
Complete in Iodine Protection 
Tempered with High-Grade 
Yeast Ferments 

Balanced scientifically, tested bi- 
ologically, there is no guess-work 
as to satisfactory results with Vy 
Lactos. 

Vy Lactos assures better egg production, 
higher hatchability, faster growth, earlier 


maturity, higher reproduction, and healthier 
stock. 


For treatment of coccidiosis and Necrotic 
Enteritis, Vy Lactos has no equal. 


We GUARANTEE that Vy Lactos is a 
scientific blend of natural, highly-potent, 
vitamin-bearing materials, manufactured 
under U. S. Patent—and has been success- 
fully used by manufacturers SINCE 1929. 
Exhaustive biological research and control 
feeding tests have proven that Vy Lactos 
used in feeds at the required level provides 
an adequate supply of Vitamins A, B, D, E, 
and G for poultry, livestock, dogs, and fur 
bearing animals. 


You Can’t Go Wrong 
With Vy Lactos 


@ Wheat Germ @ Dried Buttermilk 
@ Whole Ground @ Barley Malt 
Wheat Potassium Iodide 


@ Dried Milk Sugar @ Yeast Cultures 


Processed under U. S. Patent No. 1898350, Vy 

Lactos includes a series of fermentations to 

develop Lactic Acid, Gluconic Acid, and a 
definite potency of Vitamins. 


We gladly furnish expert advice on how to 
incorporate Vy Lactos in your formulas, or 
will furnish our own tested formulas. 


Write today for full information. 


Accurate Reliable Convenient 


Vy Lactos Laboratories 
Des Moines, lowa 


See our display at lowa Independent Feed s 
Dealers’ Convention, Hotel Savery, 
Des Moines 
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Farmers Are Big —_— in State 


Where “the Tall Corn Grows’’ 


© lowa Leads With Hogs, Ranks Second in Catile 


OWA! IOWA! That’s where the tall 

corn grows. 

In this song, known the length and 
breadth of the land, has been epitomized 
the claim of this thriving state to fame 
as an agricultural leader of the nation. 

But Iowa, too, would be justified in 
singing the praises of its rank in the num- 
ber of hogs raised on its fertile farms; 
of the close claim to first honors for its 
millions of cattle; and its enviable stand- 
ing in oats and barley production. 

Land 96 Per Cent Farms 

The Iowa farmer takes the business of 
agriculture seriously. Latest available 
census figures issued by the United States 
department of commerce show the state 
as having an approximate land area oi 
35,575,040 acres. Of this 96.6 per cent, 
the highest proportion for any state, is 
utilized by farm land. As of January 1, 
1935, the total value of farm land and 
buildings was $2,462,312,600, second only 
to Texas with $2,573,704,972. 

True to its claims, Iowa ranks first 
in corn. Approximately 9,357,048 acres 
were planted to the crop in 1934, accord- 
ing to latest census figures, and the total 
yield was 168,405,545 bushels. This rep- 
resented 14.4 per cent of the United 
States’ total. 

Tops All for Hogs 

A large percentage of the bacon which 
graces the table of the American public 
comes from Iowa hogs. Here again the 
state takes first honor over all in the 
country. As of January 1, 1935, the total 
number of hogs raised in the state during 
1934 aggregated 5,804,474 head. They 
were appraised by the United States 
census bureau at $42,372,660. 

Iowa is rapidly crowding other states 
at the top of the list as a livestock sec- 
tion. Figures reveal that in 1934 there 
were 4,569,590 cattle on farms, the second 
largest number in the United States. 
Texas led with 7,222,369 head. The 
value of Iowa’s cattle for 1934 was 
placed at $91,495,408. 

The Hawkeye state can also claim 
fame for its oats production. In 1934 
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census figures placed the crop at 58,126,- 
863 bushels. This aggregate was second 
only to Minnesota with 58,747,110 bush- 
els, and constituted 12.7 per cent of the 
United States’ total. 
Among Leaders in Barley 

Iowa is also among the leaders in barley 
production. In 1934 it produced 4,534,- 
360 bushels and ranked fifth in among all 
states. This was 1.7 of the total United 
States crop. It ranked 24th in the pro- 
duction of wheat with 3,568,677 bushels; 
12th in rye with 357,774 bushels, and 
stood 11th in the number of sheep on 
farms with an estimated 1,782,906 head. 

Despite the drought this year and 
greatly reduced crops the farmers are in 
a position to make more money than they 
did in seasons of bumper yields, because 
of the higher prices prevailing. In live- 
stock and livestock products the outlook 
is also bright. Prices paid to lowa farm- 
ers for livestock products on June 15, 1932 
as compared to June 15, 1936 are as 
follows: 


1932 1936 
$2.50 $ 9.10 
Sheep . 1.90 4.25 
Eggs 8.6c 17.9¢ 
Chickens 8.7¢ 15.1c 
Milk Cows Per Head......$32.00 $55.00 
Wool .08 .29 


These figures reflect the national farm 
income which in June, 1932, totalled 
$288,000,000 as compared to $639,000,000 
tor 1936. 

Farm Income Rising 

The aggregate farm income for lowa 
farmers from the crops raised during the 
past five years was as follows: 


$141,254,000 
134,309,000 
163,251,000 
1935 229,467,000 
1936 254,155,000 


In 1934 one of the worst droughts in 
history cut the nation’s corn crop nearly 
in half. But the price boomed and the 
crop was worth 17 per cent more than in 


1933 when there was a 70 per cent bigger 
yield and 94 per cent more than the 1932 
crop of 2,906,873,000 bushels. 

On the basis of present corn prices 
Iowa’s 1936 crop of 185,000,000 bushels 
should be worth $185,000,000, or $120,- 
000,000 higher than the value of the 
500,000,000 bushel crop of 1932. 

Feed Dealers See Boom 

Several thousand feed dealers in the 
state stand to profit by the greatly in- 
creased income of Iowa farmers and on 
the whole they are alert to the oppor- 
tunity and girding for a really banner 
year. A movement to organize the deal- 
ers in the state has been launched and 
the first annual convention of the newly 
formed Independent Feed Dealers of 
Iowa is being held this month at Des 
Moines. By working together the dealers 
hope to further increase the prestige of 
their state in the nation and to improve 
their service to the farmers who are 
building its fine reputation. 

Iowa was admitted to the Union on 
December 28, 1846. In 1856, Des Moines 
became the permanent capital. The pop- 
ulation of the state is in excess of 
2,500,000. 

The territory comprised by the state 
formed part of the famous “Louisiana 
Purchase.” After it had been under the 
jurisdiction of the territorial governments 
of Missouri, Michigan and Wisconsin it 
was organized as a separate territory on 
July 4, 1838. 

Besides its splendid agricultural ad- 
vantages, Iowa also has extensive valuable 
mineral deposits such as coal, lead, gyp- 
sum, limestone, clay and mineral paints. 
The coal, which is bituminous, extends 
over an area of nearly 20,000 square miles. 

The present secretary of agriculture, 
Henry A. Wallace, is an Iowa son and 
was appointed to direct the destinies of 
the nation’s farmers by President Roose- 
velt in 1932. 


e NEW JERSEY FLOUR MILLS, 
Clifton, N. J., is constructing a new 
addition to its plant. 
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Satisfied Salesmen 


When asked what he considered one of 
the biggest factors in satisfying custom- 
ers, the manager of a successful depart- 
ment store gave the following answer: 
“T think we are way ahead of the field 
in one thing — we realize that satisfied 
salesmen make satisfied customers. From 
what I’ve observed, I believe that this is 
a point which most independent mer- 
chants could study to their own advantage. 
The salesman’s feeling of mental well- 
being and satisfaction with his position, 
though not expressed in words, gets 
across to the customer just as surely as 
if he made a ten-minute address on the 
subject of employer-employe relation- 
ships.” 


his Month In Your Feed Store 


@ Live Tips To Help You Get More Business @ 


Weed Chart 


A New York state feed merchant 
learned that the agricultural instructor of 
his local high school was conducting a 
study of weeds in the community with 
each member of the class required to 
make up a chart showing the different 
varieties. He conferred with the teacher 
and obtained his approval to place the 


SALSBURY’S 


- WORM CAPS 


MONEY AHEAD—for several reasons! In the first place, Dr. 


A NATION-WIDE POULTRY HEALTH SERVICE 


CHARLES CITY 


Eastern Branch, Harrisbur. 


bury’s Worm Caps produce results—the kind of results that tp cus- 
tomers happy. That means a constantly growing repeat business— 
steadily mounting sales and profits. 

Next, Dr. Salsbury’s Worm Caps are nationally advertised—in poul- 
try magazines and state farm papers. That brings ready acceptance, in- 
creased demand. Makes your sales job easy, your selling expense low, 
and your profits high! 

Furthermore, Dr. Salsbury’s Worm Caps are priced just right. Which 
means that they’re easy on the customer’s purse while giving YOU 
a generous profit! And our Privilege Purchase Plan gives you extra 
profits from quantity discounts! 

Write for detailed information about our plan of merchandising the 
worm control program and about the seven things you can do to 
benefit from our extensive educational work and national advertising. 


ADD TO PROFITS WITH DR. SALSBURY’S 
PHEN-O-SAL TABLETS 
A splendid companion seller to Dr. Salsbury’s Worm Caps! Used 
in the drinking water, Dr. Salsbury’s Phen-O-Sal Tablets form a 


medicinal fluid that relieves the intestinal inflammation caused by 
worms, and helps to build up the strength and vitality of the birds. 


best of these charts in his store windows. 
The display created a large amount of 
interest among the farmers who, in many 
cases, did not even know that some of 
the weeds existed. The dealer further 
supplemented his idea by giving farmers 
mimeographed instructions on how best 
to eradicate each particular type of weed. 
Additional sales at the store were ob- 
tained as a result, for the farmers were 
pleased to note that their feed man was 
taking a direct interest in helping them 
with their problems. 


“Different” Copy 


In Wisconsin a feed firm recently at- 
tracted attention to its advertising lit- 
erature by writing the headings and 
copy in German and sending it to the 
list of prospects of this nationality. Feed 
dealers who have a predominating race 
in their locality can use this idea to 
advantage and will usually get more re- 
sponse than they could from the ordinary 
message. Some one in the town will 
usually be glad to volunteer and translate 
the advertising into the proper language 
before it is mimeographed or sent to the 
printer. Curiosity will be aroused also 
among those who do not read the lan- 
guage and they will often take the time 
to ask someone who does before throwing 
the mailpiece away. 


Horse Shoes 


Most farmers know how to pitch horse 
shoes and a feed dealer in Michigan is 
an expert at the game himself. He has 
converted the back lot of his feed store 
into a horse shoe pitching court where he 
will take on all challengers from the farm 
trade. Once each year, on a Sunday after- 
noon, he holds a tournament and awards 
merchandise prizes to the winners. The 
idea has been a good will and business 
builder for him for many years and he is 
really convinced that the horse shoe is a 
symbol of good luck. 


Ad Character 


Farmers who scan their local paper 
can immediately detect the advertise- 
ments of a Pennsylvania dealer because 
of a special caricature of a rooster which 
he uses with all of his copy. He calls this 
ad character “Rooster Bill’ and always 
heads his message, “Rooster Bill Sez:” 
Then he continues with copy pointing out 
the merits of the product he wishes to 
feature. The use of such a character 
creates a friendly attitude and enables 
the dealer to avoid the cold, heavy type 
that often fails to miss its mark in getting 
the reader’s attention. 
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Pinning Patrons Down Promises 


Helps Dealer Reduce Bad Debts 


More 


man owes you money, he does not 

seek your company, Maurice M. 
Hard, M. M. Hard Feed Co., Jamesville, 
N. Y., has put into operation a policy 
that he credits with a big increase in his 
feed business during the first six months 
of 1936 and which is at least partly 
responsible for the necessity of construct- 
ing a large new mill. 

“It seemed to me,” said Mr. Hard, 
“that if I could find a way to keep the 
farmers in my territory from becoming 
hesitant about buying more feed because 
of a bill which, in most cases, I was 
willing for them to run, I would be doing 
them a favor and at the same time I 
could keep my own accounts in better 
shape.” 

Gets Definite Promise 

Dropping all plans for an extensive 
solicitation of new business, Mr. Hard 
concentrated on contacting customers al- 
ready on his books. 

“IT stopped sending bills the first of 
each month,” Mr. Hard explained, “ex- 
cept to a few who preferred it that way. 
When a customer came, we found out 
when it would be most convenient for 
him to pay. A chat with each one, gives 
me an idea as to the approximate time 
he will feel it most convenient to bal- 
ance his account. I record this informa- 
tion and make it a point to call at that 
time, to collect, to discuss with him his 
individual feed problems, and receive any 
suggestions he may have for improve- 
ment of our service.” 

By this friendly way of doing business 
with the farmers in the area which his 
mill serves, Mr. Hard has kept his book 
accounts down to a low level; his cus- 
tomers appreciate that his plan is as 
much for their sakes as for his own, and 
they are far more willing to “call again.” 

“There never was a rule without ex- 
ceptions,” Mr. Hard adds, ‘‘and we have 
perhaps 60 or 65 accounts which are 
run in the usual manner. These average 
from $4.00 to $400.00 and do not cause 
any lost sleep on our part.” 

Working Toward Cash Basis 

The majority of Mr. Hard’s custom- 
ers, however, have gradually adopted the 
plan of either paying cash at the time 
of purchase, or of letting him know the 
most convenient time for him to call for 
payment. They feel that it is a com- 
pletely fair arrangement and really seem 
to enjoy keeping up with their purchases. 

“Any self-respecting man is far more 
likely to come to my mill for feed if he 
knows that I am aware of his financial as 
well as his feed problems and am willing 
to cooperate with him to keep his name 
off the accounts-payable list,” is the way 
this thoughtful feed dealer sums up the 


em on the principle that if a 


THE FEED BAG — September, 1936 


situation. “Human nature is the same, 
whether we’re dairymen, poultrymen or 
feed dealers.” 


Located about ten miles southeast 
of Syracuse, the Hard feed mill serves a 
territory consisting of some 400 farms, 
scattered over approximately 15 miles 
square of hilly dairy country, with a 
fairly large per cent of poultry. 

Abounds in History 

The mill is on the site of the historic 
Danforth mills, which, according to a 
sign erected on the highway by the state 
department of education, was established 
as a saw mill in 1792 and a grist mill in 
1793. Ruins of the original buildings are 
to be seen a few yards back of the large 
new mill which is now in process of 
construction. 


Produce in those early days was trans- 
ported down Butternut creek, which then, 
as now, furnished the power for turning 


Cash Business Developing as Result of Plan 


the mill. Legend has it that employees 
of the old mill spent their winters break- 
ing up the limestone with which the 
vicinity abounds, so that the two paths 
could be improved, to the great advan- 
tage of transportation during the summer 
months when the canal opened. 

A pearl barley mill was operated here 
from 1879 to 1918, by Ryan brothers. 
It was the stable buildings of this mill 
which formed the nucleus of the present 
plant operated by Mr. Hard. The main 
building burned about five years before 
the present business was established in 
1929. 

A genuinely friendly young man, Mr. 
Hard has established himself as one who 
knows the farmers needs and problems 
and is prepared to help solve them. 
There is an air of helpfulness about the 
very buildings, as well as an attitude 
of welcome and efficiency on the part of 
those who serve the customers. 


Both Good Eggs and Feed Needed 
To Raise Best Poultry 


WiHicH makes the best poultry, the 
eggs or the feed? Well, both if you 
don’t happen to know. 

This is the question and its answer, 
that is emphasized by the Des Moines 
Valley Produce Co., Boone, Ia., a poultry 
and egg buying and shipping business that 
is under the skillful management of 
G. B. Cummings. 

For a number of years now the Des 
Moines Valley Produce Company has 
been the largest buyer of both eggs and 
poultry in its community. The firm has 
constantly urged poultry raisers to buy 
good stock and then feed them properly. 
Much has been accomplished, but now 
plans are under way for a more definite 
form of aid. 

The firm will open a large hatchery in 
the spring from which they plan to sell 
chicks of two preferred breeds. Then 
they are going further into teaching the 
self-feeding of flocks. Instead of the 
usual ground-up mixture scattered before 
the birds in a farm flock, the grains will 
be placed in separate containers from 
which the chicks can feed themselves. 

In a recent demonstration the Boone 
produce house displayed long galvanized 
feeders, each filled with different kinds 
of feed. Three groups of chicks were 
shown choosing the food they preferred. 
Nearby was an automatic waterer where 
the birds could get all the clean water 
they wanted but in which they could not 
wade. 


The company feels that poultry pro- 
duced from a good strain of eggs, and 
properly fed will make more money for 
the poultry producer and for the com- 
pany which ships out the eggs or the 
dressed fowls. 

It is a sort of circle in which a good 
egg produces a good chick, which if fed 
the right rations, will bring good prices 
to the poultry raiser and equally good 
prices to the egg and poultry shipper. 


e J. P. HESSBURG, Archer-Daniels- 
Midland Co., Milwaukee, Wis., spent 
September 1 at Chippewa Falls, Wis., 
where his brother-in-law was invested 
with the robes of monsignor. 


e FARMERS COOPERATIVE Elevator 
Co., Strum, Wis., has been purchased by 
Daniel Van Gordon, Alma Center, Wis., 
who will operate it as a general feed and 
grain business. 


NORMAN F. KRUSE, formerly 
identified with the soy oil experimental 
department of the Proctor & Gamble Co., 
Cincinnati, Ohio, has been engaged as 
research chemist by the Central Soya 
Co., Decatur, Ind. 


ee 


e STEARNS MAGNETIC Manufactur- 
ing Co., Milwaukee, Wis., has started con- 
struction on an addition to its plant which 
will practically double the present cap- 
acity. 
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top-notch condition. It supplies all repro- 
to the limit of their inherited ability as 

: to size and shape of body, amount and 
quality of bone, character of coat, health 
and stamina. For every age and every 
. breed of dag, Larro Dog Food is a most 
efficient and economical ration. Take 
home a supply. today. 


Larro Research Farm has added another superior product to 
the list of high quality Larro Feeds. After 614 years of care- 
ful, exhaustive feeding trials we take pleasure in announcing 
Larro Dog Food—a proved product that gives the same 
splendid results with dogs that other Larro Feeds give with 
cows, calves, poultry and swine. 


Write for a copy of the new booklet “The Essentials of a 
Better Dog Food.’’ Also let us tell you about the many 
advantages offered by the Larro franchise. Larro dealers 
continually benefit by the progressive work done at Larro 
Research Farm. There may be an opportunity for you to 
secure a Larro dealership and share the extra profits that 
Larro offers dealers and feeders. 
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Larro Dog maintains dogs in 
THE LARROWE MILLING COMPANY 


Editonial Commont 


DOCTOR OF FEEDS Some years ago the Eastern Federation 
AND FEEDING of Feed Merchants sponsored a series of 

radio talks and distributed many thou- 
sands of copies of a booklet on the subject: “Doctor of Feeds and 
Feeding”. This month, the Independent Feed Dealers of Iowa has 
scheduled a discussion of the feed business as a profession for one of 
the important topics at its first annual convention. 


The idea isn’t new but it is becoming increasingly apparent that 


the successful feed man must be an expert advisor on feeds and feeding 
as well as a merchant. 


It is not enough to make or sell a good feed — we must see that it 
is properly used, that it economically supplements the feeders home- 
grown grain and roughage, that it meets the requirements of the 
animals who are to consume it. We rise or fall depending on whether 
or not our feeders profit through use of our feed and not because 
the feed we make or sell is really good, bad or indifferent. 


There are still many doctors of medicine, and there were a great 
many more, who both prescribed and supplied the drugs necessary for 
their patients or customers. The fact that a feed man sells as well as 
prescribes to meet the needs of his customers is not unprofessional, 
therefore, providing his attitude is that of a professional man — that 
he really knows whereof he speaks and steadfastly refuses to permit 
his merchandising function to influence his prescriptions. 


The Feed Bag believes that an honest professional attitude is the 
goal, if not the present attainment of every successful feed dealer. 
Their unquenchable thirst for knowledge is evidence of this fact. 
Feeding schools have long been popular features of feed trade con- 
ventions. Every year, thousands of dealers attend special classes and 
clinics conducted by the manufacturers of feed, supplies, equipment 
and remedies. They confer with the colleges and exveriment stations, 
read all available bulletins and articles and buy hundreds of textbooks 
such as that “bible of the feed industry” — Morrison’s “Feeds and 
Feeding”. 


It’s no easy task to be an efficient and successful feed man but to 
be one is to occupy a position of leadership, responsibility and honor. 
We salute the new era of the “Doctor of Feeds and Feeding”. 


DAVID K. STEENBERGH 
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Onden from headquantens ta nate! 


H ere is a partial list of products of 


outstanding quality which we distribute. 


These items 


are business getters for our dealers — 


®CLEAR QUILL FLOURS AND 
CEREALS 


® Moore Lowry Flours—Plain and Self- 
Rising 

® Northrup King and Company An- 
imal and Poultry Feeds 

® Nopco Cod Liver Oil 

® Leader Cottonseed Meal 


® Blatchford’s Calf Meal and Milk Sub- 
stitute 


® Archer Daniels Linseed and Soy Bean 
Meals 


® Spencer Kellogg Linseed Meal 
®Cedar Valley Soy Bean Meal 


® Anderson Chick Boxes and Hatchery 
Supplies 


® Pilot and Reef Oyster Shells 
® Marble Head Lime Products 
®Stonemo Granite Grit 


® Premier Peat Litter 

® Super Heat Brooder Stoves 
® Bulk Cane Molasses 

® Armour Meat Feeds 

® Silver Crown Binder Twine 
® Leader Fish Meal 

® Colorado XXX Alfalfa Meal 
® BK Disinfectant 

® Toxite Poultry Spray 


® Northrup King and Company Field 
Seeds 


® Nitragin Inoculation 

® Ajax Poultry and Animal Feeds 

® Leader Poultry and Animal Charcoal 
® Anderson Feed Mixers 

® Leader Dried Milks 

® Capitol Oat Products 

® Spring Wheat Millfeeds 

® Southwestern Millfeeds 


We have the facilities to give prompt and efficient service 
when you purchase from us, whether it be carloads, truck- 


loads, or smaller orders. 


WATERLOO MILLS CO. 


WATERLOO, IOWA 
WAREHOUSE CAPACITY 36,000 SQUARE FEET OR 140 CARLOADS 


Wholesale Flour and Feed 


L. D. Phones 27 and 28 


goin the Indopondont Food Doalens of Jowa Vow! 
White Ua fon Application Fonm. 
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Independent Feed Dealers of Iowa 


Complete Convention Program 
@ Expect Crowd at Des Moines, September 15-16 


FF to a good start with over 100 
O charter members, the Independent 

Feed Dealers of Iowa will hold 
their first annual convention at the 
Savery hotel, Des Moines, September 15 
and 16. 

More than 300 Iowa dealers are ex- 
pected to attend the two-day gathering 
at which organization of the new asso- 
ciation is to be completed with the con- 
firmation of articles of incorporation, 
adoption of by-laws and election of di- 
rectors and officers. 

High spots of the meeting will be ad- 
dresses and discussions of the two major 
problems now confronting the Iowa 
trade. They are the competition of chain 
grocery stores using feed as loss leaders 
to attract rural patronage and the com- 
petition of truckers who back haul feed 
at inadequate rates in order to hold the 
traffic in stock and produce going in from 
the farms to the terminal markets. 

Stag Party and Banquet 

Eye opening entertainment is also being 
planned for the convention delegates and 
guests. There will be a stag party with 
a beautiful supply of refreshments the 
first evening and a banquet without a 
speaker but with an unusual floor show, 
to be brought to Des Moines from Kan- 
sas City, the closing night. 

“No details are being overlooked and 
no expense is being spared in our effort 
to make this first convention rank with 
the best held anywhere in the country,” 
says Walter Berger, Des Moines, acting 
secretary of the new association. “Every 
Iowa feed dealer, whether a member or 
not, is invited to be with us and we 
promise each one will go home with plen- 
ty of food for thought as well as with the 
satisfaction of having had a mighty good 
time.” 

Opens Tuesday Morning 

The convention will open Tuesday 
morning, September 15, with a breakfast 
meeting of the organization committee. 
This will be the fourth meeting of this 
committee since the middle of June and 
every member may be proud of its suc- 
cessful work which will be terminated 
with the election of a permanent board 
of directors on Tuesday afternoon. 

The balance of Tuesday morning will 
be devoted to registration of delegates. 
No formal meeting has been scheduled 
SO as to permit the feed men to get to- 
gether to discuss mutual problems and 
get acquainted. 

George H. Schaaf, Des Moines, acting 
president of the new association, will for- 
mally call the first meeting of the con- 
vention to order on Tuesday afternoon. 
Mayor Joseph Allen will welcome the 
delegates to Des Moines after which Mr. 
Schaaf will respond for the convention 


THE FEED BAG — September, 1936 


and deliver the key note address. 

Mr. Schaaf will then present the act- 
ing secretary, Mr. Berger, who-will report 
on the activities of the organization com- 
mittee, the progress of the charter mem- 
bership campaign and the financial status 
of the new association. 

Cy Sievert to Talk 

The only two guest speakers Tuesday 
afternoon will be C. W. Sievert of the 
American Dry Milk institute, Chicago, 


ines 


WALTER C. BERGER 


and David K. Steenbergh, Milwaukee, 
secretary of the Central Retail Feed as- 
sociation and managing editor of The 
Feed Bag. 

Mr. Sievert maintains close contact 
with all feed associations throughout the 
country and will talk on the subject: 
“What Other Feed Associations are Ac- 
complishing.”” He is also a recognized 
authority on feed formulas and animal 
nutrition and will be glad to consult with 
and advise any dealers concerning feed 
mixing problems. 

Mr. Steenbergh will discuss: “Your 
Association, and You.” In addition to 
his other duties, he serves as secretary- 
treasurer of the National Federation of 
Feed Associations and during the NRA 
period was secretary of the feed trade 
code committee. 

Will Elect Nine Directors 

The meeting will close with adoption 
of the proposed articles of incorporation 
and by-laws for the Independent Feed 
Dealers of Iowa and the election of nine 
directors. The state has been divided 
into districts and one director will be 
elected from each district as follows: 


District No. 1—Buena Vista, Cherokee, 
Ida, Lyon, O’Brien, Osceola, Plymouth, 
Sac, Sioux and Woodbury counties; No. 
2—Calhoun, Clay, Dickinson, Emmet, 
Hancock, Humboldt, Kossuth, Palo Alto, 
Pocahontas, Webster and Winnebago; 
No. 3—Blackhawk, Butler, Cerro Gordo, 
Franklin, Grundy, Hamilton, Hardin, 
Marshall, Tama, Worth and Wright; No. 
4—Allamakee, Bremer, Buchanan, Chick- 
asaw, Clayton, Delaware, Fayette, Floyd, 
Howard, Mitchell and Winnishiek. 

No. 5—Benton, Cedar, Clinton, Du- 
buque, Iowa, Jackson, Johnson, Jones, 
Linn, Louisa, Muscatine and Scott; No. 
6 — Appanoose, Davis, Des Moines, 
Henry, Jefferson, Keokuk, Lee, Mahaska, 
Monroe, Van Buren, Wapello and Wash- 
ington; No. 7—Boone, Dallas, Greene, 
Jasper, Madison, Marion, Polk, Powe- 
shiek, Story and Warren; No. 8—<Adair, 
Adams, Clark, Decatur, Lucas, Mont- 
gomery, Page, Ringgold, Taylor, Union 
and Wayne; No. 9—Audubon, Carrol, 
Cass, Crawford, Fremont, Guthrie, Har- 
rison, Mills, Monona, Pottawattamie and 
Shelby. Only regular (retail dealer) mem- 
bers of the association may vote and/or 
hold office. 

The new board of directors will have 
the members of the organization com- 
mittee as guests at dinner Tuesday eve- 
ning. Officers to serve the association 
for the ensuing year will be elected by 
the board and plans for association activ- 
ities will be discussed. 

The first annual “Good Fellowship 
Stag Party” will be held in the main 
ball room of the Hotel Savery Tuesday 
evening. It will be the only convention 
affair exclusively for men and the best 
of entertainment and refreshments are 
promised by C. M. Stormes and Tom 
Dyer, both of Des Moines, members of 
the committee in charge. 

To Hear Senator Beardsley 

Three speakers are scheduled to ad- 
dress the convention Wednesday morn- 
ing, September 16. Senator William 
Beardsley, New Virginia, Ia., will discuss: 
“Meeting ard Beating Chain Store Com- 
petition.” Senator Beardsley has made 
a special study of this subject and is 
known in the state legislature as the 
able and fearless friend of the independ- 
ent merchant. 

The other speakers will be L. R. 
McKee, McKee Feed & Grain Co., Mus- 
catine, who will explain: “How We’ve 
Beat the Chains at Muscatine,” and 
Milton Liggett, Liggett feed store, Sey- 
mour, who will discuss. “A Code of 
Ethics for Iowa Feed Dealers.” There 
will be an opportunity for general dis- 
cussion of the various topics after each 
talk. 


(Continued on Page Forty-one) 
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of Pork per Bushel, 


asting Corn! 
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One Bushel of Corn Fed 

Alone Will, at Best, 

Produce Only Nine 
Pounds of Pork. 


Oats and Barley too will produce correspondingly better gains if 
balanced with Gold Medal Pig and Hog Meal. Ground Oats and 
Barley, plus Gold Medal Pig and Hog Meal will make the best slop 
feed your customers have ever used. 


Gold Medal Pig and Hog Meal is the greatest feed stretcher ever 
offered the hog raisers. It is made from a variety of high protein 
ingredients that blend perfectly with home grown grains and make 
more pork per hundred pounds of grain fed, thus lowering cost of 
production. 


Our book ‘‘Pig Sense—Hog Dollars”’’ can be obtained free by your 
customers if they will write for it. 


The Gold Medal Feeding Schedule for hogs, poultry, fattening 
cattle and dairy cows takes the guesswork out of feeding. Write 
for full information and let us tell you how the Gold Medal 
Franchise increases profits for dealers. | 


GOLD MEDAL 
FEEDS 


“FARM TESTES 
we" 


E. S. Barker of Willmar, Minnesota, nationally WASHBURN CROSBY COMPANY, INC. 


known breeder and judge of Poland China hogs, of 
with some of his splendid spring crop. Mr. Barker General Mills, Inc. 
feeds Gold Medal Pig and Hog Meal the year around. Minneapolis Kansas City 
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New Michigan Dealer Finds Easy 


Sell Commercial Rations 
@ Also Buys Eggs and Supplies Baby Chicks 


up a feed business to 22 carloads 

during the last year in a town of 
approximately 2000 population and in the 
face of tremendous competition has been 
the experience of the Kent Storage Co., 
Fremont, Mich., of which John Posthu- 
mus is manager. 

The feed department is a direct out- 
growth of the egg-buying business in 
which this concern started in Fremont 
six years ago. The headquarters of the 
firm is in Grand Rapids and its main 
business in that city is buying, storing and 
selling eggs. During the storing season, 
the eggs are taken about four times a 
week and placed directly in storage, the 
Fremont branch equipped with a grader 
and shell treater. During the rest of the 
year, the eggs are shipped to Eastern 
markets. 

Prompted to Sell Feeds 

Having built up a business in buying 
eggs of approximately 1000 cases a 
month, and having a large clientele of 
poultry raisers who brought in their eggs 
regularly, many of these poultrymen 
asked the concern about handling feeds. 
The manager had to answer all kinds of 
questions about feeding problems any- 
way and so the firm rented a larger build- 
ing and added a full stock of commercial 
poultry feeds. These include two well 
known lines as well as everything else 
in feed specialties. As most poultrymen 
are interested also in dairying or general 
farming, dairy and stock feeds were ad- 
ded as a necessary and important feature 
of the feed business. The store is 26x120 
feet and affords ample space for display. 

Next to the egg-buying feature of the 
Fremont branch, the most important fac- 
tor in attracting business has been a tie- 
up with a commercial chick hatchery. 
The chicks are hatched in Holland, Mich., 
and are brought to the Fremont store in 
trucks. Facilities are afforded in the base- 
ment for taking care of the chicks until 
sold. This tie-up has proved to be very 
advantageous in bringing in many new and 
old prospective buyers of feeds. 

Sponsors Poultry Meetings 

Sponsoring poultry meetings is also 
very important in the feed selling pro- 
gram. Several meetings of this kind are 
held each year, some in the store but 
most of them in the town’s community 
building, where facilities are adequate for 
a large attendance. Poultry experts are 
secured to talk at these meetings on poul- 
try feeding problems. 

In addition to these self-sponsored af- 
fairs, the community each year has a 
three-day fair in the community building. 
At this fair, the Kent company offers a 
loving cup or some other type of trophy 
for prize eggs. The 4-H clubs and high 


at scratch and building 


THE FEED BAG — September, 1936 


school agricultural classes play an im- 
portant part in this fair and the com- 
pany aids these young people in every 
way possible, building up good will that 
is a distinct aid in its business. 

Six miles away, right in the country, 
is another fair of this type, with emphasis 
upon livestock, which has grown to be a 
very potent factor in the life of the com- 
munity. The Kent company furnishes the 


Manager (Left) and Staff, Kent Storage Co. 


feeds for the livestock entered at this 
fair, a fact it makes known by also fur- 
nishing printed napkins and other ad- 
vertising novelties distributed to the 
farmers who attend. 

Emphasizes Good Displays 

Displays are also prominent in at- 
tracting trade. Window displays, changed 
frequently, draw the attention of passers- 
by. Large displays are maintained inside 
the store. 

“We believe,” says Mr. Posthumus, 
“that if we are to display at all, we 
should make them of sufficient extent to 
attract by their very size alone. A large 
display gives the impression of a big 
business, and most people like to do 
business with a concern that, by its dis- 
plays, shows it has something behind it. 
Therefore, we have taken the cue from 
the best department stores in the larger 
cities and make our stock all forward 
stock—that is, it is all on display at 
once, with nothing held back in reserve. 
A good share of the time we have 70 to 
80 tons of commercial feeds on display. 
This runs down some in the summer 
months but in the spring, fall and winter 
is fully maintained. 

“In addition to these inside displays, 
during the chick-hatching season we dis- 
play a brooder battery in our window. 
This has been a great aid to us in selling 
feeds as well as to the hatchery which is 
affiliated with our store. 

Farm Service Program 

“Our service features are also very 
helpful. We really secure a double ben- 
efit in this direction, as both the two 
feed concerns whose lines we carry and 
the hatchery in our building maintain a 


special field information service for our 


customers. This service is in the hands 
of men who know every angle of the 
feeding business as well as poultry.” 

The interior displays are made more 
impressive by a series of small placards 
with various legends placed on the walls 
above the displays. These include such 
wordings as “Better Balanced Feeds 
Produce Better Quality Eggs,” and “Bet- 
ter Quality Eggs Bring Better Prices.” 
Such placards are very effective, as the 
concern being in both the egg-buying 
business and the feed business, furnishes 
customers with direct first-hand experi- 
ence in this direction. 

The business keeps two men busy all 
the time and during the spring and early 
summer as many as five or six. The men 
employed know about feeds and are 
competent to give advice upon their use. 

“We have done nothing spectacular,” 
says Mr. Posthumus. “Our total feed 
sales, I suppose, would seem small to 
many feed stores, but, starting in new 
three years ago in the face of much 
competition among commercial feed sel- 
lers, chain store outlets, and local cus- 
tom feed mills in addition to competi- 
tion with the farmers themselves, many 
of whom produce or mix their own feeds, 
we feel that we have done a good job. 
We are gradually educating the farmers 
who prepare their own feeds to the 
desirability of feeding balanced -rations 
to their poultry and livestock and so are 
steadily increasing our business.” 


e L. G. CAMPBELL is constructing a 
new feed mill at Blooming Prairie, Minn., 
and will install grinding and mixing 
equipment. 

e LANG GRAIN CO. is remodeling its 
elevator at Benson, Minn., and construct- 
ing an addition for the storage of flour, 
feed and other products. 


e D. W. McKERCHER, McKercher 
Milling Co., Wisconsin Rapids, Wis., left 
his home recently for the first time in 
many months to visit Milwaukee and the 
offices of The Feed Bag. He has been 
suffering with lumbago which prevented 
him from speaking at the annual conven- 
tion of the Central Retail Feed associa- 
tion last June in honor of the organiza- 
tion’s 10th birthday. He was the first 
president of the association. 


PLANT REBUILT 

Pecos Valley Alfalfa Mill Co., Hager- 
man, New Mexico, has completed the re- 
building of its plant at Toledo, Ohio, 
which was destroyed by fire last June. 
The new mill has a 50 per cent greater 
capacity than the old. E. A. Jeffery is 
manager. 
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le the Feed Dealers of Iowa: 


Of Course... our business is selling feed but today 


we are more concerned in seeing a strong “Independent Feed 
Dealers of Iowa” organized. 


We should have 500 to 1000 members because there are at 
least 2000 feed dealers in the state. 


There are many problems that can be handled by a strong 
organization which cannot be solved through individual effort. 
Our possibilities are unlimited and the wonder is — why did 
we wait so long to form such a needed organization. 


Let’s give credit to all the boys who have done the work in 
getting the thing started. The little ten or twenty-five dollars 
we put into it is nothing compared to the hard work and time 
they have put in. 


SEND IN THAT APPLICATION TODAY. If our feed 
business is worth anything, it is worth a few dollars to help 
organize so it can be safeguarded for the future. 


If you are an independent feed dealer in Iowa — even if you 
are not a member — you are WELCOME at the convention 
September 15th and 16th and we want you to attend all the 
meetings. You may join when you come to the convention, but 
we would appreciate your sending in your application NOW. 


We need you and we want you. 


Stormy 
IOWA FEED CORPORATION 


Des Moines, Iowa. 4-5177 4-5178 


el6e 


THE FEED BAG — September, 1936 


Baldwin “Retires” to New Business 


Now Kept Busier Than Ever 


® Builds Thriving Trade, Takes Son as Partner 


HEN Harvey L. Baldwin, Royal 
Oak, Mich., decided to buy out 
a small feed store, he did not 
stop to wonder why the owner wanted 
to sell it to him. He knew that there 
was a larger and older feed store in 
town, and that the store he planned 
to purchase was not doing much busi- 
ness, but he felt that if he took it over 
he could increase the sales volume. 
Baldwin’s confidence was soon borne 
out, for in a short time the Royal Oak 
feed store was doing four times the 
business of the former owner. Bald- 
win not only developed a business which 
ably supports him, but it soon provided 
an opportunity for his son as a partner. 
Mr. Baldwin senior is a man 60 years 
of age and he was primarily interested 
in a small store as an enterprise that 
would be expected to give support and 
occupation for the coming years. 
Formerly an estimator on construction 
steel work, he found himself left out just 
before he was to reach retirement age. 
Unable to retire, he had to find some 
means of support, an outlet for his en- 
ergy, so he decided to apply his man- 
agerial ability on a business of his own. 
The first thing Baldwin did as he came 
into this store three years ago was to 
entirely remodel the interior so that it 
would definitely present a different ap- 
pearance. He built rows of bins on the 
wall for the various feeds, and he made 
them all himself. Then he obtained a 
connection with a good commercial feed, 
one that was selling well in the farming 
and suburban community about him. This 
he displayed prominently. Not a great 
quantity of feed was stocked, but appro- 
priate literature and broadsides were 
displayed with the feed. 
“Anyone could see that the store had 
a new lease on life,” Baldwin said. 
The next step was to announce his 
venture into business in the local paper 
and the paper cooperated by running a 
little publicity along with the advertising 
given it. Later advertisements appeared 
in several papers in outlying farming 
communities. A handbill was printed and 
circulated throughout the entire suburban 
community, where many small flocks of 
poultry were kept, and through the mails 
into the rural area outside the town. This 
handbill was more than an announcement, 
it was a respectful solicitation for a share 
of the prospective customers patronage. 
It listed the produce that was offered, in- 
cluding the commercial feeds, but it also 
carried a personal appeal. Mention was 
made of Baldwin’s 53 years residence in 
the village, of the fact that the store was 
locally owned and operated by one of the 
town’s oldest residents. 
“The first week of business surprised 
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H. L. Baldwin at Front of His Store and Interior View Showing Display Bins 


me,” Baldwin reported, “but I thought it 
consisted mostly of the curious that 
dropped in to see the new store. Naturally, 
I expected to catch some business, pos- 
sibly that which was dissatisfied with the 
other store, but I was surprised again to 
see this business keep coming and in- 
crease.” 

“T announced a policy of one price for 
all, and I posted my prices on a black- 
board on the wall. I bought an electric 
window display board and posted my 
leading commodities there. I did not 
proceed to sell on a price appeal, or 
undersell; I merely wanted it understood 
that I had one price and I wanted every- 
body to know what that was. This store 
intends to keep in line and follow the 
market and I plan on staying in line by 
never overstocking on any feed. I get 
what I need from my manufacturer and 
get it often to keep my stock fresh.” 

Baldwin’s store in this respect is typical 
of many small stores today and like 
others of its type enjoys a very rapid 
turnover, requires less capital to operate 
and involves less risk to the operator. 
At first, poultry was old to city customers, 
but this was later discontinued. Eggs are 
sold in considerable numbers, considering 
the presence of several large grocery 
stores next door and across the street. 
Baldwin’s store is located in what might 
be termed an annex of Royal Oak, a 
final cluster of stores as the city fades into 
the country. In this respect it is a last 
stopping place, and hence a desirable 


location. 

Baldwin finds his best customers to be 
city and suburban shop workers who can 
fall back on a salary to help keep their 
chickens. These people buy a lot of 
equipment also. Gardens flourish in the 
suburbs, so garden seeds are sold in bulk 
and package. Baby chicks are displayed 
throughout the entire chick season and a 
close connection with a nearby hatchery 
provides a source of good chicks that can 
be retailed at a profit. Small brooders 
are a good selling item as well as chick 
feeders and fountains. 

The younger Mr. Baldwin handles de- 
liveries in a small pick-up truck. Partic- 
ular service problems on disease and poor 
production are turned over to the service 
department of a commercial feed com- 
pany whose feed is sold. 

Mr. Baldwin makes a particular study 
of the trade journals in his particular 
field, using ideas in them for window 
displays. He is constantly striving for 
something educational in a window dis- 
play, something that will teach better 
poultry practice. 

The experience of Mr. Baldwin not only 
indicates that there is always room for 
another store, but that such a store can 
be made to pay a real profit. Without 
good management the profit might not be 
forthcoming, so credit is due to him for 
its success. The motto of the store is 
stated in all the advertising — “A Square 
— and Courteous Service Extended to 
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TEXTURE 


@ FEED mixers and other users of Soybean Oil Meal can be 
certain of constant high quality by standardizing on the use 
of Kellogg’s 41% Protein Old Process Soybean Oil Meal. 


The house of Kellogg is founded upon over 100 years of 
experience in one family, of processing American oil seed 
crops. Its business in serving users of Soybean Oil requires 
it to maintain the largest and most modern facilities for 
crushing—five million bushel milling capacity in two mills. 
It must be, and it is, constantly in the market obtaining the 
highest quality soybeans. 


The many existing soybean varieties and the soil differences 
in the regions where they are produced mean that only such 
a producer as Kellogg is able to assure you of a uniform 
product at all times. 


Missouri. 


Des Moines 
Mill and 
Elevator 


The Des Moines Mill and Ele- 
vator — storage facilities for 
1,250,000 bushels. 
ped with modern expeller 
equipment. This mill uses the 
choice soybeans 
lowa, Western Illinois, West- 
ern Nebraska and Northern 


The Chicago Mill and Elevator—storage facil- 
ities 1,250,000 bushels—uses the best soy- 
beans grown in Indiana and Illinois. 


Kellogg mills at Chicago and Des Moines purchase large 
quantities, dry the soybeans scientifically, blend them to 
obtain uniform protein content, and carry on all processes 
under strict laboratory control. 


You can be sure that your mixed feed will maintain uniform 


quality if you use Kellogg’s 41% Protein Old Process 
Soybean Oil Meal. 


SOYBEAN DIVISION 


SPENCER KELLOGG AND SONS 
SALES CORPORATION 


105 W. ADAMS STREET ° CHICAGO, ILLINOIS 


MAKERS OF: Kellogg's 37% Protein Old Process Linseed Meal 


Mill equip- 


grown in 


New Grain 
House at 
Des Moines 


41% Protein Old Process 


SOYBEAN OIL MEAL 


else 
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Central Association 
Adopts New By-Laws 
Cuts Branch Dues 


Y-LAWS for the recently incor- 
porated Central Retail Feed asso- 
ciation were formally adopted at 

the first meeting of the board of directors 
of the corporation since the annual con- 
vention at the offices of the organization 
in Milwaukee, August 17. 

The principal change from the by-laws 
of the old association was a reduction in 
the membership dues for branch retail 
stores operated by regular members from 
$5.00 to $2.50 per branch per year. The 
provision covering this change is in para- 
graph 2 of article II and reads as follows: 

“If any regular member operates one 
or more branch retail feed stores at sta- 
tions other than the location of his main 
place of business, such regular member 
shall pay an additional annual fee of Two 
Dollars and Fifty Cents ($2.50) for each 
such branch and for each fiscal year.” 

Must Pay for Branches 

“It is now compulsory for all regular 
members to pay dues for any and all 
branches which they may operate in our 
territory,’ Colby A. Porter, Fox Lake, 
Wis., president. of the association, ex- 
plains, ‘but our members who were ques- 
tioned in advance of the change seemed 
more than agreeable as this will assure 
the full service of the association, includ- 
ing a subscription to The Feed Bag, to 
each branch.” 

The dues for regular members operat- 
ing only one store and for the home store 
of those operating branches remains at 
$10.00 per year. There has also been no 
change in the dues for individual asso- 
ciate members which, too, is still $10.00 
per year. Dues for associate memberships 
through affiliated associations must be set 
by the board of directors at the time of 
admission of any affiliated association, but 
may be not more than $10.00 or less than 
$2.00 per year. 

The Salesmen’s club, only present 
affiliate of the Central Retail Feed asso- 
ciation, now pays the association an an- 
nual fee of $2.00 for each member. Sales- 
men belonging to the club pay to the club 
treasurer dues of $3.00 for the first year 
of their membership and $2.00 for each 
year thereafter. 

New Advisory Council 

Another innovation provided for in the 
by-laws is an advisory council which shall 
include all living past presidents of the 
association, from both before and after 
incorporation. The immediate past presi- 
dent shall be the chairman of the advisory 
council which shall hold “at least one 
meeting each year and shall report to the 
officers of the corporation on the status 
of the organization with suggestions as 
to ways and means for increasing the 
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corporation’s service to the . members.” 

Present members of the advisory coun- 
cil are: Roland Reinders, Reinders Bros., 
Elm Grove, Wis., chairman; J. E. Davis, 
Northern Supply Co. Retail Stores, Inc., 
Amery, Wis.; James H. Vint, Farmers 
Cooperative Elevator Co., Union Grove, 
Wis.; Walter F. Uebele, Burlington Feed 
Co., Burlington, Wis.; L. J. Hartzheim, 
Hartzheim Fuel & Feed Co., Beaver Dam, 
Wis.; J. L. Kleckner, Kleckner Elevator 
Co., Neillsville, Wis.; and D. W. Mc- 
Kercher, McKercher Milling Co., Wiscon- 
sin Rapids, Wis. 

Printed copies of the complete text of 
the by-laws will soon be mailed to all 
members of the association in a booklet 
which will also include the articles of 
organization and the code of ethics which 
was originally adopted by the association 
at its annual convention in 1930 and re- 
enacted for the members of the corpora- 
tion by the board of directors. 

Reenact Code of Ethics 

The code of ethics contains trade prac- 
tice rules relating to fraud and misrepre- 
sentation, defamation of a competitor, 
price discrimination, inducing breach of 
contract, selling below replacement cost, 
trucking, grinding and mixing, bag allow- 
ances, and credit. 

Other business transacted by the di- 
rectors at the meeting which continued 
throughout the day included authorization 
of the printing of new membership cards 
and pocket size receipt cards, adoption 
of regulations for the care and handling 
of all monies of the corporation, consid- 
eration of complaints against firms re- 
puted to be violating the conditions of 
the honor roll, and approval of payment 
of a membership fee of $50.00 to Market- 
ing Associations, Inc. 

In addition the directors decided to 
sponsor a series of fall meetings for the 
purpose of perfecting a better organiza- 
tion of its various district dealers’ clubs. 
Cooperation of local wholesalers oper- 
ating in the territory of each club is to 
be sought toward this end. 

It was also decided to make further 
attempts to secure a reduction in rates 
for electric power charged to feed grind- 
ers and, as a first step, to petition the 
public service commission of Wisconsin 
for an investigation of the reasonableness 
of the rates charged in the territory 
_ by the Wisconsin Hydro Electric 

0. 

Committee Members Named 

At the conclusion of the meeting, 
President Porter announced his appoint- 
ments to standing committees as follows: 

District club organization committee— 
H. L. Krueger, Krueger Bros., Forest 


ROLAND REINDERS 


Mr. Reinders, Reinders Bros., Elm Grove, Wis., 
as the immediate past president, becomes chair- 
man of the new advisory council formed by the 
Central Retail Feed association which will di- 
rect its efforts toward improving the organiza- 
tion’s service to members. 


Junction, Wis.; R. R. Farley, Graham 
Feed & Seed Co., Janesville, Wis.; C. A. 
Osen, Osen Milling Co., De Pere, Wis.; 
I. W. York, I. W. York & Co., Portage, 
Wis.; D. R. Mihills, National Food Co., 
Fond du Lac, Wis. 

4-H club honor awards committee— 
George A. Schlegel, Cooperative Produce 
Co., Athens, Wis.; William Frank, Jef- 
ferson Flour & Feed Mill, Jefferson, 
Wis.; Sol. Teweles, Teweles & Brandies, 
Sturgeon Bay, Wis. 

Membership committee — William 
Herpst, Elmwood Lumber & Grain Co., 
Elmwood, Wis.; F. F. Becker, Woodland 
Lumber & Grain Co., Woodland, Wis.; 
A. H. Lois, A. H. Lois Feed Co., Bassett, 
Wis.; W. J. Borst, Wm. Borst & Son, 
Brooklyn, Wis.; Earl Smith, Cooperative 
Elevator Co., Clintonville, Wis.; Ben 
Green, Green & Co., Evansville, Wis.; 
F. E. Parker, Farmers Warehouse Co., 
Fennimore, Wis. 

Honor roll committee—Roland L. Rein- 
ders; Paul F. Boulay, Boulay Bros. Co., 
Fond du Lac, Wis.; L. J. Hartzheim. 

Government contact committee—H. H. 
Humphrey, Northern Milling Co., Wau- 
sau, Wis.; J. E. Davis; J. H. Vint; W. N. 
Knauf, Knauf & Tesch Co., Chilton, 
Wis.; Fred Christopherson, Cooperative 
— & Shipping association, Milltown, 

is. 


e A. C. PIPER feed warehouse, Staples, 
Minn., was destroyed by fire, August 14, 
with a loss estimated at $10,000. 


e CENTRAL SOYA CO., Decatur, Ind., 
has added ten new tanks and workhouse 
to its present plant, increasing the stor- 
age capacity 1,000,000 bushels. 


@ JOHN JOUNO, manager of the feed 
department, Stratton Grain Co., Mil- 
waukee, returned recently from a week’s 
vacation which he spent with his wife at 
Chetek, Wis. 
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1 SPARED NO EXPENSE 
ON MY FEEDS YET SOME 


TOM, YOUVE GOT TO PUT 


STRAIGHT OILS MAY mm DO AS YOU PLEASE @) 
UP TO 800% IN VITAMIN D TOM -BUT OVER 

WHILE NOPCO XX IS AL- 4YOOO MIXERS 

WAYS THE SAME. CAN'T BE WRONG 


THANKS 
NLL TRY 
\NOPCOXxx 


6 MONTHS LATER 6) 
PUT IN PRODUCTION 
LEVELS OF NOPCO XX 
HEY TOM, WHAT DID 
YOu DO TO YOUR MASH- 
MY HENS ARE LAYING “ 
HEADS OFF. 


PRODUCTION LEVELS OF ® 
VITAMIN DIN 

YOUR FEEDS BUT 
COD LIVER OIL 


Each pound of 

Nopco XX Contains 
1,362,000 U.S.P. Units 
of Vitamin A 


BUT SOMETIMES NATURE (2) 
SKIMPS ON VITAMIN OD 

IN THE OIL; THEN YOUR 

WHOLE MIX IS OFF I'VE HEARD 
ABOUT THAT 


mote ViramuinD 


In a 4-year test at Pennsylvania State College, 
baby chicks grew satisfactorily with 177 units of 
Vitamin D per pound of feed, but the same birds 
at the end of the first laying year produced only 
145 eggs per bird. However, birds fed 708 units 
of Vitamin D per pound of egg mash produced 
almost 3 dozen eggs per bird more in the same 
period. 

In other words, there are 2 levels of vitamin 
feeding—a level which protects against rickets, 
and a much higher level which not only protects 
against rickets but helps a bird shell out as many 
eggs as are bred into her. Nopco XX is built to 
meet the production needs of laying hens as 
well as to protect baby chicks against rickets. 

Just raising the quantity of straight oil in your 
mashes to get these results may not do the job. 
Because Vitamin D in straight oil may vary as 
much as 800%, according to H. J. Witteveen, of 
the University of Minnesota. 

Now—for this laying season—let your mashes 
get credit for your customer’s higher profits. Do 
as 4,000 dealers are doing—incorporate Nopco XX 
in your mashes at recommended production 
levels. A Nopco man will tell you more. 


NATIONAL OIL PRODUCTS CO., INC. 


ESSEX ST., HARRISON, N. J. 
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Quality Mixed Feeds Double Sales 
Massachusetts Dealer 


@ Customers Spread the Word That “Fair Is Fair’ 


EORGE A. FAIR, retail feed dealer 
G at Holliston, Mass., since 1895, has 

more than doubled his gross tonnage 
in the past ten years and “never even 
knew there was a depression”. In fact, 
by far the larger share of Fair’s 100 per 
cent gain has been realized since 1930, 
when real honest-to-goodness values have 
counted more heavily than ever before. 
The answer? 

“To my mind it’s our line of high-grade 
ready-mixed feed which has been the 
outstanding factor,” explained Mr. Fair. 
“Why look any farther when, in the cur- 
rent year for example, our first six months 
showed a jump of 6,000 bags over the 
corresponding period for 1935? 

One Brand for 30 Years 

“Literally, our feed seems to be selling 
itself. Around here it’s got so we just 
mention our brand and that’s enough! 
Of course, I’ve stuck to this one brand 
for nearly 30 years, and perhaps I am now 
getting my reward for an arduous educa- 
tional campaign carried on during the 
first two decades. And then, too, I have 
benefited plenty from the active adver- 
tising campaign now carried on by the 
manufacturer direct to the feeders.” 

During his first 12 years in business 
Mr. Fair did all his own mixing. But to- 
day he is mixing only about 30 per cent 
of his gross tonnage, which is now 70 
Ser cent commercial feeds. Greatly re- 
duced handling expenses has made it pos- 
sible for him to render much improved 
service at a more constant margin of 
profit. Also, the rapidity with which his 
ready-mixed stock moves assures him the 
added advantages available from buying 
in carload lots and discounting bills. He 
has been able to give a better price to the 
farmer and still do better for himself. 

Uses Tact in Selling 

Although Mr. Fair is situated in a 
keenly competitive area, he is inclined to 
frown on intensive go-getter tactics. 

“I think many dealers — especially in 
recent years — have spent too much 
time running after new business and not 
nearly enough time attending to the 
fundamental details of quality which real- 
ly count for so much in the long run,” 
declares this able veteran. “If you go too 
fast you are bound to overlook little de- 
tails which may offend feeders and cre- 
ate troublesome obstacles later. 

“Now take this so-called educational 
service which all the big millers are pro- 
viding, for instance. Where you are deal- 
ing with a sensitive type of individual like 
the farmer who spends much of his time 
working out his problems alone, a tre- 
mendous amount of tact is necessary. If 
you breeze in and ‘tell him how to do it’ 
youre apt to lose more than you gain. 

Tvice experts from company testing 
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grounds are necessary, but I am con- 
vinced they can be of greatest help to the 
dealer and feeder alike if they are called 
upon by appointment only. In other words, 
I let the feeder come to me first of his 
own volition when he feels the need of 


Houses 1200 Tons of Bagged Feed 


expert advice in solving some problem. 
Then I call for the service man without 
delay. All parties are in a co-operative 
mood and we get the desired results.” 
Careful Credit Policy 

Another feature which has consolidated 
Mr. Fair’s position has been his life-long 
habit of investigating each new account 
with the greatest thoroughness, instead of 
grabbing carelessly at every straw in the 
wind. As a result more than 50 per cent 
of his 1200 active accounts are strictly 
cash customers; and his average of “bad 


MICHIGAN 

Knappen Co., Augusta, has completed 
the construction of a 60,000 bushel ca- 
pacity concrete storage and additional 
warehouse space adjoining its mill. 

Coopersville Cooperative association, 
Coopersville, is making extensive repairs 
to its feed mill building and installing a 
new corn sheller and grain cleaner. 

Lyons Milling Co., Carson City, is 
constructing additional warehouse space 
adjacent to its present plant. 

Chelsea Milling Co., Chelsea, is build- 
ing an addition to house a flour blending 
plant. 

J. O. Gower, hardware merchant, Eu- 
reka, is constructing a modern elevator 
and feed mill which he will operate in 
connection with his present business. 

John McAllister, formerly manager of 
the Bancroft Elevator, Lennon, has taken 
over the operation of the business and is 
installing new equipment. 

Lowell A. Harrington is building a new 
flour mill at Newport. 

Thomas Reed & Sons, Pinckney, are 
rapidly completing the construction of a 
new elevator which replaces the one de- 
stroyed by fire several months ago. 

Farmers Grain Co., a newly organized 


bills” ever since the beginning has been 
less than 1 per cent per year. 

Although Holliston is such a small 
town that it has no newspaper of its own, 
Mr. Fair advertises his “specials” at reg- 
ular intervals in several neighborhood 
dailies in communities within a radius of 
15 miles, all of which has helped to make 
him one of the best known and largest 
feed dealers in eastern Massachusetts. He 
expects to handle more than 250 cars of 
feed during 1936, or an aggregate tonnage 
of well over 7,500. 

Know That Fair Is Fair 

Mr. Fair built his own elevator and 
warehouse back in ’95, with a bin ca- 
pacity of 300 tons. Only last year he 
found it necessary to put up another 
warehouse of 25-car capacity, adjoining 
the original building on a branch of the 
Boston & Albany railroad. He is now 
carrying an average of 1200 tons of bagged 
feeds on the floor at all times, efficiently 
stacked with wide aisles between decks. 

Although Mr. Fair has never thought 
seriously of giving up his active daily 
association with his business routine, he 
has in recent years trained an able assist- 
ant in the person of Harold Younglyng, 
who now does much of the buying and 
field work. 

It is not an exaggeration to state that 
Mr. Fair has really become a symbol of 
square dealing. As they say in Holliston, 
“Everybody knows that Fair is fair’. 


firm for dealing in feed, grain and beans, 
has purchased the old electric light plant 
at Springport and converted it into an 
elevator and feed mill. Charles Hither is 
secretary and manager of the company. 

Perry Satterthwaite, formerly manager 
of the Wm. Hayden Milling Co., Tecum- 
seh, has again taken over the manage- 
ment of the plant and is installing a con- 
siderable amount of new equipment. 

Zeeland Farm bureau, Zeeland, is com- 
pleting a new grain elevator adjacent to 
its tile warehouse. It will also house feed 
mill equipment to be moved from the 
present feed mill building which will be 
dismantled. 


eC. W. BAILEY & CO. milling plant, 


Enosburg Falls, Vermont, was badly 
damaged by fire, August 17. 


NEW FLOUR BOOK 

A new book entitled “Flour Milling 
Processes” has just been issued by D. 
Van Nostrand Co., Inc., 250 Fourth 
avenue, New York, N. Y. It gives a com- 
plete description of the machines used for 
milling and goes into detail on the tech- 
nical aspects of the business. The author 
is J. H. Scott. Copies may be obtained 
from the publisher at $7.50 each. 
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e JOHN H. CALDWELL, vice pres- 
ident, Purina Mills, St. Louis, Mo., has 
returned to his office after a fishing trip 
in Wisconsin. 


e THOMAS F. LANNON, 31, manager 
of the Gesegnet Flour Co., Rochester, 


Pedlana Keep Me Poated 


By EMIL J. BLACKY 


To get his product in my store, 


N. Y., died August 18 as a result of in- Some folks don’t like a salesman’s gall But with my line I’m satisfied, 
juries sustained while repairing his auto- 4nd freeze up tight whene’er they call; Though others 1 have often tried. 
mobile. Their chatter sooms 40 then bore: Still Briggs is always here; 
tt t the d His very presence seems to cheer 
e R. O. KLEPINGER, president, Syntha My jaded spirits when I’m blue — 
Products Corp., Dayton and Ingomar, He’s taught me many new things, too, 
Ohio, manufacturers of Syntha Mixer b h 
There’s Jimmy Briggs, a swanky chap About the science of the farm, 
and Lactophyl, left September 1 for a y 
Who gi 'y back a healthy sla And that don’t do me any harm. 
month’s business trip to the Pacific geves my ac: slap, Who knows — if Briggs keeps comin’ 
Coast. It is reported that he intends to Then swings into a shady tale a 88 anes 
open a branch there for the manufac- And some of them are rather stale. nn wh, 4 ys ‘ 
ture and sale of the two products. He’s tried a dozen times or more He my order to bis stack. 
There’s also friendly Edgar Hicks 
Who is a wow on politics. 
He always pops up big as life, 
And asks about my kids and wife. 
Another salesman — Roger Cain Q 
Can diagnose each ache and pain. § 
I’m always glad to see this lad a 


15 Minutes Every Day 
on Two Great Radio Stations 


Especially when my gout is bad. 

A chipper guy is Kendall Swope 
Who gives me all the baseball dope. 
To me he'll never be forgotten, 
Although his darned cigars are rotten, 
And so the salesmen come and go, 
Their multitude of wares to show 
Each one a master in his way, 
With something kind and new to say. 
That’s why I treat them as I do; 
I’m in the selling business too. 


F. CHRISTOPHER GREUTKER, 


son of F. C. Greutker, manager of the 
Buffalo, N. Y., office of the Cereal By- 
products Co., has been transferred to St. 
Louis, where he is now assistant to Wil- 
liam D. Cunningham, manager of the 
firm’s office there. _ 

e ARLINGTON FEED & GRAIN CO.,, 
Arlington, Wis., has completed the con- 
struction of a new warehouse, 30x70 feet, 
which will be used for storing feed. 


@ Starting September 21st, Northrup, King © HARVEY E. PETERSON. —_s 
& Co. will present fifteen minutes of facts 


manager of the Scandinavia Farmers Co- 
° operative Produce Co., Scandinavia, Wis., 
and fun every weekday morning over the has organized his own business at’ Wav- 
two great 50,000 watt stations of the North Wis., 
3 e name, Harvey E. Peterson Produce 
Central States—WCCO and WHO. Tune in Co. J 
Northrup, King a Musi- e LARKEE & SON have bought out the 
eal Almanac. Write for concern formerly known as the Peoples 


Supply Co., Waupaca, Wis., and will con- 
WHO-6:45 tol 00 A details on Northrup, duct the business in connection with their 
WCCO- 7 to King’s merchandising present large hatchery. 


PLAN NEW PLANT 

Albers Bros. Milling Co., Seattle, 
Wash., has announced plans for the open- 
ing of a feed manufacturing plant at 
Peoria, Ill. The firm is a subsidiary of 
the Carnation Co., Oconomowoc, Wis. 
and produces a calf feed which it markets 
under the brand name, “Calf Manna”. 


plan for dealers! 


NORTHRUP, KING & CO. 
Wholesale Seeds and Feeds 


Negotiations are under way for a 

Minneapolis ; building in Peoria and if present plans 

. wince 1508 Minnesota materialize the firm expects to be in pro- 
duction there by November 1. 
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Merchandising 


popularity, is the store paper commonly issued in one 
of four different types: 

1. Printed papers, suitable for the larger dealers. 

2. Multigraphed or mimeographed papers—the type for 
dealers doing an average business. Some dealers own their 
own multigraphs or mimeographs and find the cost of such 
a paper nominal. Others have the work done at outside letter 
shops. 

3. Hectograph papers—made from handwritten or type- 
written copy by the wax-plate contact progress. This type 
is suitable only for the very small dealer as reproductions 
can be made only in limited quantities. 

4. Co-operative papers—usually printed. These are published 
jointly by a group of dealers in one section—a county or a 
sales territory—handling the same major line of products. 

The term “store paper” doesn’t imply large, elaborate, ex- 
pensive magazines. Some of the most effective store papers 
consist of just one sheet. After all, it is not the size of a paper 
that counts, but the matter that is put into it. 

How to Edit a Store Paper 

A store paper is good because it’s planned. You can take a 
bunch of clippings from a trade paper and some jokes, throw 
them together and call it a store paper—but you will just 
throw your money to the winds. 

First of all, your paper should contain store news—informa- 
tion about the goods you carry, results your customers are 
getting, and prices. 

When planting time comes around, facts about your seed 
and fertilizer line—particularly new developments—is vital 
news to the farmer. If one of your feeders makes a good milk 
production record, or has a boy who takes a prize at the 
fair, or makes an unusual profit from his hens—that’s news. 
By all means put that information—all of it you can get— 
into your store paper. Such evidence is of double value: 

1. It’s strong selling ammunition, 

2. It gets names into the paper—and more names mean 
greater reader interest. 

If you are getting out a paper as often as once a week, 
you can combine your store paper with a weekly price list 
to good advantage. Numerous dealers are mailing out price 
lists featuring a weekly “leader” or “special.” 

Then there is sales material about the items you handle. 
Some of the points will be covered in national advertising 
and manufacturers’ direct mail but that’s all the better. And 
certainly you should talk about your store policy and service. 
A store paper can be of immeasurable help in keeping cus- 
tomers sold on your credit plan, your delivery service, special 
service such as machine parts replacements, or chicken culling. 

Personal News Items Good 

In case there is no local newspaper some dealers have found 
a column of personal items about their customers and pros- 
pects and a column of farmers’ “wants” or “for sale” to be 
exceptional good will builders. 

A good joke or two also helps to “liven up” the store paper. 
If it can be given local flavor, all the better. However, be 
careful not to antagonize a customer or prospect with a joke 
that may prove offensive. The news and trade papers are 
sources of usable jokes. 

You know what happens when you put too much spice into 
the pudding—you can’t eat it. Let jokes be the “spice” of your 
paper. Use them sparingly. Remember that the chief purpose 
of your store paper is to sell goods through education and 
extra good will. What does it profit you if the customer 
laughs at your jokes, but because there is no “meat” in your 


Paper, buys from your competitor? Don’t forget to serve the 
“meat.” 


, FORM of direct mail advertising, growing rapidly in 
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Chapter 17. How to Get Out a Store Paper 
By F. Harvey Morse 


Farm Supplies 


The most satisfactory source of material for a store paper 
is right out on the customer’s farm. Certainly that’s the one 
place to get some worthwhile records of results to publish 
in the paper. If you are running a column of personals, “for 
sale,” etc., you or your salesmen can, by just dropping a hint 
as you make your calls, find out that a farmer has a calf he 
would like to sell or that he would like to buy some hogs 
or a used plow or that his son has just been presented with 
a bouncing boy or that little Johnny took an unusual honor 
at school. A news-minded Virginia dealer gets lots of per- 
sonals from the postmaster and the justice of the peace. Carry 
a notebook with you all the time for jotting down material of 
this sort. 

Timely sales material comes to you regularly in manufac- 
turers’ advertising and their house magazines. Various trade 
papers, likewise will furnish material that can be adapted to 
local store papers. Keep in close touch with your banker, your 
county agent, the vocational agricultural teacher. You will 
find they will be glad to write you a brief article from time 
to time, if you need it. Keep your eyes open and your ears 
open and you won’t have any trouble getting material. Manu- 
facturers are often able to supply complete ads that work 
into store papers effectively. Dealers using such papers should 
find out what the manufacturers can supply. 

Organize Your Material Beforehand 

Keep a folder or two in your file specifically for store paper 
material. Whenever you see an item in a trade paper that you 
think would go well in your paper or that might suggest an 
article, clip it and put it in one of your folders. When you 
hear a good piece of evidence proving that your products 
get results, get the figures and put them in your “evidence” 
folder. When you see a good joke, put it in your “joke” 
folder. Then, when the time comes to get up your paper, all 
you have to do is take out your folders and take the most 
valuable material and prepare your paper in the quickest 
time. 

In writing up the material for your store paper, you should 
always endeavor to be yourself. Just because you are writing 
material for a store paper does not mean that you have to 
use flowery or stiff language. Try to write just as you would 
talk. Then your paper will reflect your personality. 

Second, be brief. Say what you have to say and then stop. 
Better to have a number of short items of varied appeal in 
your paper than one long article. 

It is well to delegate one person to be responsible for your 
store paper. Set a definite publication date and stick to it. 
Let your customers look for the paper on a definite date— 
and don’t disappoint them. 

Choose an Appropriate Name 

One of the biggest helps in putting over a store paper is 
the right kind of name. You want a name that is at once 
distinctive, expressive of your own store personality, and easily 
remembered. Some dealers merely use their own store name, 
in combination with “News” or “Bulletin.” However, names 
such as the following have greater attention value and tie up 
more directly with the dealer’s line: 

Bittendorf Chips (very suggestive for a lumber dealer) 

Checkerboard Chatter (built around trade mark of major 
line; good alliteration) 

Sparks and Chips (for a coal, lumber and feed dealer) 

Geist Grist (for a miller and feed dealer; interesting allitera- 
tion) 

The Bark (another good name for a lumber dealer) 

The Cooperator (for a farmers cooperative organization) 

Station F-E-E-D (use of timely radio interest for a feed 
dealer) 

(Continued on Page Thirty-eight ) 
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MUTUAL MILLERS MEET 

As The Feed Bag came off the presses 
the Mutual Millers & Feed Dealers as- 
sociation was convening at the Hotel 
Jamestown, Jamestown, N. Y. Problems 
pertinent to the feed trade were discussed 
and those who attended enjoyed a cruise 
on Lake Chatauqua and a golf tourna- 
ment. The annual banquet was held on 
the evening of the first day of the con- 
vention with J. Ralph Pickell, editor of 
the “Roundup,” as the principal speaker. 
The regular business meeting was being 
held Friday morning. 


e C. H. TURNER warehouse and feed 


store, Livermore, Me., was_ recently: 
destroyed by fire. 
£ 
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Feed Industry Employment Bureau 


HE Feed Industry Employment 

Bureau is fulfilling the long felt need 
of serving as a clearing house for bring- 
ing employers and prospective employees 
together. Men are now working at new 
jobs in various parts of the country 
which the bureau was instrumental in 
helping obtain for them and negotiations 
are under way between many firms want- 
ing men and those seeking positions as a 
result of the bureau’s efforts. If you are 
interested in securing or filling a posi- 
tion, write the Feed Industry Employ- 
ment Bureau, 525 Grain & Stock Ex- 


SELL THE FEED 
THAT PRODUCES PROFITS 


This is the season when you can make your sales of Ful-O-Pep Egg 


Mash reach a new high. 


e Right now poultry keepers in your community are placing their 
pullets in the laying houses and preparing for a nel Fall and 


Winter egg production. 


e You can help them by recommending and selling them Ful-O-Pep 
Egg Mash to produce more eggs with less losses of valuable layers. 


@ « Because it is a balanced ration of heavy oatmeal 
content it is easy for the layers to maintain health and 
body weight while sustaining high egg production. It 
provides the nutrients hens must have to produce 
more big, sound shelled, premium eggs that pay good 
profits to the flock owner. 


e Ful-O-Pep Egg Mash results make steady year. 
after year users of this feed. That’s more profit for you. 


THE QUAKER OATS COMPANY 


Dept. 15-I, 141 W. Jackson Blvd. 


CHICAGO, U. S. A. 


change, Milwaukee, Wis., for a registra- 
tion blank. Services of the bureau are 
offered by The Feed Bag without charge 
to either employer or employee. 


POSITIONS WANTED 


Feed and Grain Executive. Twenty years ex- 
perience in all departments of business. Knows 
buying and selling, options, consignments, im- 
porting and exporting. Able to manage office 
and handle traffic. Excellent references. Age 39, 
married, two children. Refer to No. 961. 


Assistant Feed Miller or Buyer. Wants op- 
portunity to make good with successful feed 
manufacturer. Agricultural college graduate, 
born oh farm, with good references and some 
experience. Age 25, single. Refer to No. 861. 


Chemist-Feed Analyst. Fifteen years experi- 
ence. Will work anywhere in United States. 
Can furnish good references. Age 39, married, 
two children. Refer to No. 862 


Salesman-Service Man. Eleven years experi- 
ence. Has background of farm training in addi- 
tion to college education in agriculture. Will- 
ing to work anywhere. Age 39, married, two 
children. Refer to No. 863. 


Chain Feed Store Executive. Knows manage- 
ment, merchandising and buying. Has profit 
making record through depression. Good refer- 
ences. Willing to work anywhere in right 
gy Age 39, married, one child. Refer 


Flour or Feed Salesman. Twenty years’ ex- 
perience. Prefers to locate in Ohio but will con- 
sider Indiana, Michigan or eastern states. Age 
48, married, three children. Refer to No. 761. 


Salesman or Sales Manager. Sixteen years’ 
experience. Has handled resale men, sales cor- 
respondence and advertising. Acquainted with 
trade in Missouri, Arkansas, Kansas and Illi- 
nois and with large mixers in eastern half of 
United States. Prefers St. Louis headquarters 
but not essential. Commission basis with rea- 
sonable drawing account. Age 36, married, one 
child. Refer to No. 7 


POSITIONS AVAILABLE 


Salesman who knows the Michigan trade and 
who has had recent successful experience selling 
commercial feeds. Good position for right man. 
Refer to No. 962-A. 


Traffic Manager and Accountant. Experienced 
in transit work and bookkeeping in grain and feed 
industry. State past experience, references, salary 
and personal qualifications. Refer to No. 963-A. 


Four Salesmen. To cover feed dealers and job- 
bers in Michigan and Indiana and territory 
west of those two states. Want capable and 
dependable men interested in permanent posi- 
tions. Salary. Refer to No. 865-A. 


e GWENETH ROWBOTHAM has 
opened a feed store at Mendon, Ill. 
e FARMERS ELEVATOR CO., Cannon 
Falls, Minn., celebrated the opening of 
its new elevator with open house for the 
entire community on August 15. The 
structure was built at a cost of $18,500. 
MILWAUKEE VISITORS 
Among the feed dealers who were 
visitors at the Milwaukee Grain & Stock 
Exchange during the past month were 
Herman Timm, H. C. Timm Co., New 
Holstein, Wis.; William DeLong, DeLong 
Co., Clinton, Wis.; H. C. Carstens, 
Brillion Mill & Elevator Co., Brillion, 
Wis.; Ingvald Olson, Edgerton Farmers 
Warehouse Co., Edgerton, Wis.; William 
Knauf, Knauf & Tesch Co., Chilton, 
Wis. ; A. C. Krause, Krause Bros., Beloit, 
Wis.; John Hull, Hull Mills. Markesan, 
Wis.; T. R. Evenson, Monroe Roller 
Mills, Monroe, Wis.; D. R. Mihills, 
National Food Co., Fond du Lac, Wis.; 
and John Barrett, Montello, Wis. 
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956 Cars Feed and Flour Shipped 
To Relieve Drought States 


© Federal Agencies Check Needs, Begin Work 


HE program of alleviating the ser- 

ious effects of the drought of 1934 is 

practically being duplicated again 
this year as emergency government agen- 
cies, set up for the purpose of locating 
available supplies of feedstuffs and dis- 
tributing them to stricken areas, swing 
into action. 

Nearly 400 carloads of millfeed for 
livestock have already been moved to 
needy localities, and more are to follow 
as conditions warrant. Inciuded among 
the 19 drought states to which shipments 
have been made are Iowa, Illinois, Min- 
nesota, North Carolina, Virginia, West 
Virginia and Wisconsin. Amounts dis- 
tributed by the government in its first 
move were 32,905,800 pounds of flour; 
15,040,000 pounds of millfeed, and 440,- 
550 pounds of dry skim milk. 

Flour and Feed Moving 

Iowa received 12 carloads of millfeed 
and 31 carloads of flour; Minnesota, 10 
carloads of feed and 46 carloads of flour; 
North Carolina, 12 carloads of millfeed 
and 26 carloads of flour; Virginia, 14 
carloads of millfeed and 23 carloads of 
flour. Shipments to other states totaled 
328 carloads of millfeed and 454 carloads 
of flour. 

Kinds and quantities of commodities 
shipped to the different states depend 
largely upon the number of families 
eligible for relief and the supplies already 
on hand within the states. Local agencies 
are cooperating with the national drought 
committee on the program and, in many 
cases, distribution is being made through 
established feed dealers in the destitute 
areas. 

Although heavy rains in some sections 
of the country during the past month 
had a salvaging effect on late crops, the 
drought is still heeded with considerable 
concern. 

Must Buy This Winter 

“The drought situation,’ reports the 
United States department of agriculture, 
“became increasingly serious during the 
first half of August, according to a na- 
tional survey of feed conditions. The 
condition of pastures on August 15 
equalled the previous low record of Aug- 
ust 1, 1934. With pastures so short that 
many farmers are being compelled to 
feed hay and grain that they had ex- 
pected to save for feeding this winter, 
the final effect of the drought on the 
livestock industries of the country cannot 
yet be determined. 

“In much of the worst drought area 
very few farmers will have any more 
grain and hay than they need for carry- 
ing their own livestock and there are 
many who will have to purchase much 
of what they feed to livestock this 
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winter. 

“To determine more precisely the 
region where feed production was most 
seriously reduced, crop correspondents 
were asked to report the ‘probable pro- 
duction of feed for livestock in your 
locality this season including grain, hay, 
silage, fodder and straw’. Comparing 
departures from the average in two years, 
the reports show a greater reduction in 
1936 than in 1934 in all states east of 
the Mississippi river, except Michigan, 
Maine, Vermont: and South Carolina. 
For the country as a whole the reports 
indicate that feed production was ex- 
pected to be about 10 per cent greater 
than in 1934. 

Acute Shortage in Grain 

“The shortage this year is primarily in 
grain. The total supply of grain or equiv- 
alent in millfeed available for feeding 
livestock during the current 12-month 
period (July 1936 to June 1937, inclu- 
sive) seems likely to be about 5 per 
cent larger than the quantity utilized in 
the 1934-35 season. Supplies of hay and 
roughage are expected to be much larger 
than in 1934 and probably not far below 
the quantity utilized in other drought 
years.” 

The department of agriculture also 
estimates that the number of cattle on 
farms will show a decrease of about 5 
per cent during the calendar year with 
the number of hogs being highly uncer- 
tain and depending upon the number of 
spring pigs saved (29 per cent higher 
than last year) that are sent to slaughter. 

The number of milk cows on farms is 
about 1 per cent below that of a year 
ago and some further reduction during 
the fall and winter months is in prospect. 
On the other hand, prices of dairy prod- 
ucts are increasing and are stimulating 
heavier feeding of milk cows in areas 
where: feed is available. 

Dairy Output Curtailed 

Output of dairy products during the 
12 months ending with June, 1937, are 
expected to be smaller than the large 
supply available last year but slightly 
larger than in 1934-35 when production 
was cut only 5 per cent, despite the re- 
duction of feed supplies following the 
1934 drought. 

The relationship between the feed and 
butterfat prices in mid-July was about 
normal, but butterfat prices are low com- 
pared to hog prices. Therefore, it is 
likely that in some areas the feeding of 
milk cows may be curtailed more than 
the feeding of hogs. Total domestic sup- 
ply of butter for 1936-37 is expected to 
be about 6 to 8 per cent less than either 
last lear or the year before. 

Because of the large spring hatchings, 


slightly increased supplies of poultry 
meats and eggs are expected to be avail- 
able in 1936-37, although a larger than 
usual proportion of the supply will come 
to market during the next six months. 
Feed Information Available 

The livestock feed agency set up at 
Kansas City, Mo., by the bureau of agri- 
cultural economics as a clearing house of 
information has completed its organiza- 
tion and made the first survey of hay and 
forage supplies. 

Nearly 200,000 cars of hay and straw 
were listed for sale by shippers in sur- 
plus areas and the Kansas City office 
announces that it is now able to advise 
feeders and dealers in the drought areas 
as to where feed supplies may be ob- 
tained most advantageously. Inquiries 
for hay have increased recently, but the 
total number remains small, since many 
feeders have sufficient quantities to carry 
their livestock for a few months. Inspec- 
tors have been sent to areas where sur- 
plus hay is available to survey stocks 
and determine the quality. 

Freight Rate Reduction 

The department of agriculture drought 
committee on August 20 announced that 
certain western and middle western rail- 
roads have published tariffs authorizing 
a one-third reduction of freight rates on 
coarse grains such as corn, oats, barley, 
soybean and linseed meal, cake, hulls 
and other less common feeds and feed 
mixtures shipped into designated drought 
areas. The reduction will be for an ex- 
perimental period of 60 days. Approval 
has been granted by the interstate com- 
merce commission. 


e G. E. WILLIS, feed and grain dealer, 
Mt. Vernon, Ill., died August 20 of in- 
juries sustained when his automobile 
collided head on with a truck at Opdyke. 


e ELLSWORTH SCHLEETER has sold 
the Brownton feed mill, Brownton, 
Minn., to Carl Klopfleisch. 


SOYBEAN CONVENTION 

Commercial utilization of soybeans will 
be the chief topic of discussion at the 
16th annual convention of the American 
Soybean association which will be held 
September 14, 15 and 16 at Ames, Cedar 
Rapids and Hudson, Ia. Many prominent 
men in agricultural work are scheduled 
to give addresses. The soybean industry, 
as shown by a recent report of the bureau 
of census, United States department of 
agriculture, has been climbing steadily in 
importance. From a few thousand acres 
grown in 1920, the land utilized for grow- 
ing the 1935 crop had increased to 5,500,- 
000 acres. 
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says 


Herman Peterson 

Russell-Miller Milling Co. 

Waseca, Minnesota 
“Since taking on Sargent Mineral Meat Meal, 
we have sold an average of a carload a week 
through our Waseca branch alone... . It is the 
fastest moving, most satisfactory feed we have 
ever handled. . . . This one branch has opened 
50 new accounts in the last 30 days.” 


“Builds Business 
On Merits....” 


says 


A. E. Stewart 
Winslow Cooperative Assn. 
Winslow, Illinois 


“In checking over our 
records we find that 
we have sold 24 tons 
of Mineral Meat Meal 
this year and some 
six tons of Molasses 


Mineral Meal. . . 
We handled 
anything that seemed 
to build business on 
its own merits like 
these two feeds. ... 
Most of these sales 
have been a result of 
one farmer telling an- 
other. We have done very little resale work 
ourselves.” 


‘Best Moving Item 
On the Floor....”’ 


says 
Tom Jones, Mgr. 
Jones Store 
Lucerne, Missouri 


“We find Sargent Min- 
eral Meat Meal one of 
the best moving items 
we ever had on the 
floor... . A goed many 
tons of it have moved 
out of our place here 
on a guarantee that if 
they don’t like it they 
don’t have to pay for 
it, and we haven’t had 
a complaint yet.” 


Sell Sargent Min 
@t SAME PRICE 


peat business, no other 


feed on the market eee but eee FOUR ' 


offers the dealer profits 


today offered by OF TANKAGE. 


SARGENT 


A 2-in-1 Mineral and Tankage F 


You can make as much on one Ton of Mineral Meat Meal 
as you can on Seventy bags of Tankage. And ONE bag of 
Mineral Meat Meal feeds as far as TWO bags of Tankage, 
giving the hog all the protein it needs and mineral balance 
at half the price. At the same time, you furnish your cus- 
tomer a better and cheaper balance for his hogs. 


Investigate the profits Mineral Meat Meal will make for 
you. Write, or 


See Our Exhibit 


AT THE CONVENTION OF 


INDEPENDENT FEED 
DEALERS OF IOWA 


Sept. 1 5-16 
Hotel Savery, Des Moines 


SARGENT & COMPA 
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Mineral Meat Meal 
CE AS TANKAGE 
UR TIMES PROFIT 


YOU, Mr. Dealer, Can Make 
$275 to $625 Extra Profit 
Yet This Year..... 


Get on the bandwagon, and ring up the biggest feed sales 


profits you’ve made in five years with the most talked-of feed 


success on the market today. 


@Sells at no more than present tankage prices—yet makes you four times the profit. 


— sack guaranteed to feed as far as 2 sacks of tankage and supply all protein and mineral 
needs, 


@Doubles and trebles sales in six months, through satisfied customers (see testimonials at left). 


HINK of offering a farmer BOTH mineral and protein, 
complete in one sack—at no more than the price of 
tankage—and at less than half the cost of mineral alone! 


That tells you why over 1,000 midwest dealers are cleaning 
up RIGHT NOW with this bigger-profit, faster selling corn 
tation balancer. This year’s sales are double last year’s. 
Dealers who used to make $100 a year on ordinary mineral 
now making $1,000 on Mineral Meat Meal, and sales growing 
every day. 


Why sell what everyone else has, when you can step out ahead 
of all competition, with a feed that’s keyed to TODAY’S needs, 


today’s prices, today’s market—and that pays you TWICE 
the profit. 


Get our special dealer proposition. Make REAL money on 
your feed sales this year. Tear out this ad. Write today. 


See the Complete 
Line of 


SARGENT 


Dairy Feeds 
Hog Feeds 
Poultry Feeds 
Steer Feeds 


Famous throughout 
the corn belt 


ANY aur 4 Des Moines, Iowa 
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FOR Economy... 
USE VACUUM CLEANED BAGS 


PRINTED BAGS FOR Individuality 


ESTABLIS HS D 1889 


VACUUM CLEANED 


Here Is THE Source of Supply 


For Your COD LIVER OIL 


Co! La es ARCTIC COD LIVER OIL is biologically tested and guar- 
OD LIVER OIL anteed as to its VITAMIN A and D Potency. It will give 
ag & complete protection at levels of 14 of 1 per cent. Place 


Your Order Now. 


Bringing ARCTIC direct to Milwau- 
Booking Arctic Pure Cod Liver Oil for ship- kee from Norway via the Great Lakes ¢€ 
1: . — tion. Book in Boat lots enables us to establish a 
: d price on a high quality dependable Per Gallon 
what you need—order it out in single drums Cod Liver Oil that can hardly be — §,0-B. Milwaukee 
when needed. equaled. 


e Ship Us Your New Crop Barley 


LA BUDDE FEED & GRAIN CO. 


GRAIN & STOCK EXCHANGE MILWAUKEE, WISCONSIN 
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Irate Farmer “Speaks His Piece” 


To the Careless Feed Man 


@ You Can’t Answer Back but It’s Not Necessary 


sod buster or just plain country 

hick. Sure, I’m one of those 
“dumb” farmers who never cleans the 
mud off his shoes and still thinks that 
sweatin’ and back breakin’ from sun- 
down ’til sun-up is the way to make a 
profitable living. 

But don’t forget, Mr. Feed Dealer, 
that you’re doing the selling and I’m 
doing the buying and paying the bills and 
anytime I want to I can tell you to go 
take the bull by the tail and chase your- 
self around the pasture. 

Don’t Wanna Be Hostile 

Not that I wanna be _ hostile—my 
wife Cynthia takes care of all the hostil- 
ity in the family. I like some of you 
fellas right swell, spite of the fact that 
you keep pesterin’ me to try out some 
of that new feed and expect me to sit 
and gab with you some afternoon when 
I’ve got 80 acres to plant and a week’s 
time to do it. 

What I don’t like is some of those 
nasty cracks you boys is makin’ on the 
statements you send me on that bill for 
$23.40 cents I owe you. Fact of the mat- 
ter is that feed never did make my chick- 
ens lay more eggs, on account of the 
whole danged flock died of coccidiosis 
two weeks after I started feedin’ it. I 
suppose you don’t know that’s why I 
ain’t payin’ any attention to the biil and 
if I had the time I’d sit down and write 
you a letter that would knock your ears 
off. 


he me what you like—hay shaker, 


Go Ahead and Sue 

Maybe if you’d drive out here some 
day to see me you could prove that I’m 
wrong, and I’d be glad to give you a 
check, but I suppose you’re too con- 
founded busy tryin’ to hook some other 
farmer on the same proposition. I reckon 
the only time you'll ever see me is when 
you get that lawyer you’ve been threaten- 
in’ to hire and drag me into court. Well, 
go ahead, I’ll tell the judge plenty. 

I suppose after you get your money, 
you'll try to come around here and sell 
me some of that magic dairy feed you’ve 
beer tryin’ to cram down my throat with 
that advertising you sent out. Well, if its 
so danged wonderful, why don’t my 
county agent recommend it. He gave me 
a formula which I’m usin’ from my own 
grain bins and mixing with a few other 
ingredients and my milk checks are good 
enough to suit me. Maybe you're not on 
friendly terms with the county agent, 
but believe you me, he’s a friend of 
mine and if you don’t like him, that’s 
your hard luck. 

Answer This One, Sir 

Another thing. Since when are you 
too confounded swell to come to the pic- 
nic we had out here at Sutter’s Grove 
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last Sunday? Joe Kregg, the hardware 
man, was there, along with Swift, the 
implement dealer, and your competitor 
too. All of them looked like they were 
havin’ a swell time, and the fact of the 
matter is I gave your competitor an 
order for some chick feeders he told me 
about while we were having a beer to- 
gether. You probably had a date to go 
fishin’ with that high pressure guy you 
brought out here to see me once, when 
you could have done a lot more talkin’ 
yourself and got some place, ’cause I 
know who you are. Well, skip that. Next 
time we have another picnic, we'll make 
sure you're out of town so we don’t have 
to cause you no embarrassment. 

You wrote me a letter the other day, 
too, tellin’ me to keep you in mind on 
fertilizer next spring. Well, do you re- 
member that lot I bought from you last 
year? I spread those five sacks over 20 
acres expectin’ my corn and oats to shoot 
up higher than the barn, an’ what did I 


A 


get? Why, I might as well have taken 
my money and thrown it down the well. 
How are you supposed to use that stuff 
anyway to get results? Maybe it would 
be a good idea for you to give some 
instructions to us poor, dumb farmers 
when you sell something for which we’re 
spending real hard cash. 

And wait until Cynthia lays her hands 
on you. You promised her that if she 
bought five sacks of that flour you been 
preachin’ to her about, she’d get an 
invitation to a cooking school and a free 
mixing bowl. That’s almost a year ago 
and you ain’t done anything about it yet. 
And everytime I go to town Cynthia 
lights into me and tells me to be sure and 
see you and find out about that school. 
Did you hold it and forget to send her an 
invitation or are you just lax and care- 
less about your promises? 

Yes, while I’m on the subject, your 
wife was at the circus a couple of weeks 

(Continued on Page Forty-four) 


Allied Mills Picks 18 Salesmen 
For New President's Club 


IGHTEEN members of the sales 
force of Allied Mills. Inc., Fort 
Wayne, Ind., were honored recently by 
being chosen as members of the Presi- 
dent’s club. 

These men with their wives were given 
a free trip to Chicago, August 14-16, 
where the entire group was entertained 
over the week-end by H. G. Atwood, 
president of the company. 

In complimenting the star salesmen on 
their accomplishment, Mr. Atwood an- 
nounced that Allied Mills had enjoyed 
one of the best years in its history during 
the fiscal year just ended and that present 
indications point to the breaking of all 
previous records. 

Those honored for outstanding sales 
work were E. 1 Senson, Auburn, IIl.; 


W. P. Hays, Frankfort, Ind.; C. J. 
Sparks, East St. Louis, Ill.; C. J. De- 
Koster, Spencer, Ia.; E. K. West, Water- 
loo, Ia.; J. A. Fulmer, Memphis, Tenn.; 
E. D. Chesrown, Jeromeville, Ohio; Vilas 
Schindler, Berne, Ind.; C. S. Wagner, 
Appleton, Wis.; Carl Timmel, Newburgh, 
Ind.; W. F. Burbank, Fort Wayne, Ind.; 
W. F. Fisher, Bound Brook, N. J.; Dale 
Kane, Hagerstown, Maryland; P. C. 
Romig, Quakertown, Pa.; N. L. Biggs, 
Charlotte, N. C.; R. M. Stiles, Salem, 
Mass.; W. W. Shook, Muncy, Pa.; and 
H. K. Hagerman. Richmond, Va. 


e PAUL PITTS, formerly associated 
with the Frontier Feed & Grain Co., 
Buffalo, N. Y., has entered the service of 
the Rex Milling & Feed Co., Buffalo. 
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ON THE LIST 
Suitor: “I would like to marry your 
daughter.” 

Business Man: “Well, sir, you can 
leave your name and address, and if noth- 
ing better turns up we can notify you.” 

x % 
PENNY WISE 

Mary: “Junior’s gone away and won’t 
play church with us any more.” 

Mother: “Well, I suppose Junior does- 
n’t have to play church if he doesn’t 
want to.” 

Mary: “But he has the collection plate.” 


PAY OR ELSE 
Frowsy Gent: “This liquor won’t cause 
any damage to my eyes, will it?” 
Husky Bartender: “Not if you got the 
money to pay for it.” 


RACKED 


KORN 


@®@ CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


CORNHAY WEAKLY NEWS 


The Cornhay garage is doing a land 
office business since the “knock, knock” 
craze hit these here parts. Even the auto- 
mobiles, it appears, have been bitten by 
the bug. 

Luke Spurvis, the town blockhead, be- 
lieves in safety first. He always pulls 
down his cap when he sees a woodpecker. 

The carnival here last week broke up 


STRONG-SCOTT 


Pneumatic 


ATTRITION MILL 


plates. 


1. Feed is elevated by means of 
grinding motors without reduc- 
tion in grinding capacity. 

2. Adjustable non-choking feeder. 

3. Removable cover for changing 


4. Feed is cool when sacked. 


5. Unusually heavy base — sturdy 
construction. | 


SAMPLE BARLEY PEARLER 


In use by U. S. Dept. of Agriculture 
This Pearler will enable you to deter- 
mine the real quality of the barley you 
buy and will quickly pay for itself. Fit- 
ted with 4% H.P. motor. Price includes 
cord and plug for attaching to light 
socket and automatic time switch. 


$ F.O.B. 
MINNEAPOLIS 


Dust 
Explosions 


WITH A. C. 
MOTOR 


STRONG-SCOTT 
Triple Action FEED MIXER 


Ruggedly constructed to give the best service for 
many years. Perfect mixing at low cost. 


1. Combination V-Belt and Planetary gear drive. 
This efficient drive arrangement cuts power 
costs—for instance, one ton mixer requires 
only 5 h.p. 2. Loading Hopper. 3. Elevat- 
ing Leg. 4. Sacking Spout. 


Write for new feed mill 
equipment booklet. It 


Inset: Specially designed agita- 
ave You tor cylinder, which, with Pla- 
of Our costs. will interest you. 
Catalog 
35G 
9 Everything Jor Every Mill, Elevator 
set and Feed Plant 
write | Che Strong-Scott Mfg Co. 
for It. Minneapolis Minn. Great Falls Mont. 
e306 


in a riot when absent-minded Eziah 

Gooch thought he was in his barber shop 

and started snipping at the bearded lady. 
*x* * * 


MUM’S THE WORD 

Mistress: “Now, Norah, when you wait 
on the guests at dinner, please don’t spill 
anything.” 

Norah: “No, ma’am, I won’t say a 
word.” 

* 
LOVE MAY GROW 

Officer: “You’ve been doing 60 miles 
an hour. Don’t you care anything about 
the law?” 

Lady: “Why, officer, how can I tell? 
I’ve only just met you.” 
* * 

REALLY SCARED 

Rastus: “Say, Sambo, what time in yo’ 
life does yo’ think yo’ was scared de 
worst ?” 

Sambo: “One night when I was callin’ 
on a hen house and de farmer done come 
in and caught me.” 

Rastus: “How ah yo’ suah dat was de 
worstest yo’ evah bin scared?” 

Sambo: “’Cause de farmer grab me 
by de collah and say: ‘white boy, whut 
you doin’ here?’ ” 

* * 

Then there was the mother mosquito 
who rewarded her children for being 
good by taking them to a nudist camp. 

* * * 
MORE COMING 

Old Maid: “Stop that sailor. He tried 
to kiss me.” 

Cop: “Never mind. There’ll be another 
one along in a minute.” 

* * * 
SOFT SOAPED HER 

Housewife: “Did you go on a honey- 
moon, Mandy?” 

Mandy: “Ah suppose yo’ all might call 
it dat. Henry done helped me wid de 
washing de fust week.” 

* * 

The man with the wooden leg gets a 
lot of sympathy but the man with the 
wooden head needs it most. 

* * * 
BLIND COURAGE 

Sophomore: “Our next debate is going 
to be a battle of wits.” 

Junior: “How brave of you to go un- 
armed.” 

WAS WORTH IT 

Farmer: “How’s this, Sambo? I thought 
I hired you to paint this fence and Mose 
is doing the job.” 

Sambo: “Yassuh, Mr. Williams, but I 
done sublet the contract for $3.00.” 

Farmer: “But I agreed to pay you only 
$2.50 for the job, so you are losing 
money.” 

Sambo: “Yassuh, yassuh. I knows it, 
but it’s worth somethin’ to be de boss.” 
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Sells 15 Cars of Feed in 10 Days 
To Drought Stricken Farmers 


@ Collects His Money When Livestock Is Sold 


ARMERS in the territory served 

by G. W. Venell & Co., Centerville, 

Ia., were in a sad plight. Many of 
them had fine herds of cattle but the 
drought had wiped out their feed supply 
and they did not have the ready money 
to replace it with commercial mixtures. 
They faced the problem of dumping the 
run-down cattle on the market at any 
price and taking drastic losses. Then Mr. 
Venell came to the rescue. 

He went direct to these farmers and 
offered to furnish the feed necessary to 
fatten and condition their cattle and 
contracted with them to collect his 
money when the livestock was sold. 

Farmers Grasp at Plan 

“What could be more tair?” reasoned 
the hard-pressed farmers, and they leaped 
at the opportunity provided by Mr. Ve- 
nell’s offer. 

Within ten day he had disposed of 
15 carloads of feed on a contract basis, 
and has won forever the good will of the 
customers which he aided in the crisis. 

Time and again, farmers have found 
this enterprising feed dealer ready and 
willing to help them with their problems. 
This friendly interest, plus good manage- 
ment have carried G. W. Venell & Co. 
to new heights of success with each con- 
secutive year. 

Recognized as Authority 

Because of his many vears in handling 
feeds and his vast knowledge acquired 
through experimentation and study, Mr. 
Venell has become known to his trade 
as an authority. The customers always 
find him willing to share his knowledge 
with them and they have confidence in 
his recommendations. Many of them are 
better farmers today and making more 
money because they followed his advice 
in establishing a feeding program for 
their poultry and livestock. 

Mr. Venell’s interest extends to the 
boys and girls on the farms as well as 
the elders. 

“Paul,” he will say to a young lad 
while visiting with the boy’s father, 
“will you be a co-worker with me in 
finding out the cost of producing a cut 
of pork?” 

The boy evinces interest in the pro- 
posal and a partnership is started. Mr. 
Venell furnishes the feed that is to be 
used and explains a system for keeping 
records to his new partner. 

No young mother ever weighs the food 
more carefully or watches the gain of 
her baby than the farm lad weighs the 
ration for his hog and watches it put 
on pork. The neighbors hear about it, 
too, and often remark: 

_ “Venell certainly must have confidence 
in his feed and that boy to spend so 
much time with hini.” 
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And they begin to wonder whether it 
wouldn’t be a good idea to put their hogs 
on Venell’s brand of feed also. Thus, 
one project in a community is responsi- 
ble for starting many other farmers on 
the feed. 

Mr. Venell keeps in close touch with 
4-H club boys and girls and encourages 
them to exhibit their livestock at fairs 
and other farm occasions. If a hog or 
calf is being raised on his feed and is 
among the prize winners, naturally it is a 
big boost for him—and powerful ad- 
vertising. 

Mr. Venell does not throw up his hands 
in despair, if a customer tells him that 
he can get along on the grains he raises 
on his own farm. Instead, he shows the 
farmer how the home grown grains can 
be used to good advantage by making a 
balanced ration of them with the addi- 
tion of proper concentrates. His first aim 
is to educate the farmer to get the most 
value out of his feeds. Once the custom- 
er is sold on a balanced ration it is 
easier to switch him to commercial feeds 
when there is a shortage of home grown 
grains, he believes. 

: Profit a Mutual Problem 

“If a customer does not make a profit 
from his feeding,’ Mr. Venell insists, 
“the dealer cannot make a profit in his 
business. Therefore, it has been our 


policy, not only to supply our trade 
with the proper kind of feeds but to lend 
them a helping hand in putting their live- 
stock and poultry on a money-making 
basis. A farmer who is losing money 
makes a poor customer, and even if you 
are able to sell him large quantities of 
feed, you will have a difficult time col- 
lecting for it.” 
Holds Store Meetings 

Venell’s sales staff symbolizes his pol- 
icy in every respect. Monthly store meet- 
ings are held at which problems are dis- 
cussed and new ideas in feeds and feed- 
ing are advanced. The regular confer- 
ences result in greater team work on the 
part of the sales force and prevent any 
one member from going stale. 

There is a stock saying which Mr. 
Venell uses and which always elicits a 
laugh from his customers. When they ask 
him what he handles he replies: 

“We sell feed for all your livestock— 
except your cat and it will eat our dog 
food.” 

Mr. Venell returned recently from a 
vacation trip to Canada where he en- 
joyed a well-earned rest. He was accom- 
panied by his wife and son. 

“I’m all pepped up for work again,” 
he said. “The feed business looks good 
and we are going to hang up a new rec- 
ord in sales this year.” 


Cradler Mows Down 12 Acres 
Of Wheat in One Day 


FLAG pole sitting, walking and dancing 

marathons are the vogue of today. 
There is even keen competition for cham- 
pionship honors in beer drinking, pancake 
eating and what have you. 

But in the era coincident with the in- 
vention of the reaper by Cyrus McCor- 
mick the talk of the country was the 
remarkable feat of Michael Cromer who 
established a new record for cutting wheat 
with a cradle. An interesting story of 
this event is told by Louis E. Thompson, 
Glen Ridge, N. J., newly appointed secre- 
tary of the Eastern Federation of Feed 
Merchants, who has delved deeply into 
the history of Pennsylvania and written 
many articles and a book about his native 
county. 

“The annual practice at cradle swing- 
ing developed some cradlers of great 
prowess,” he relates. “Probable champion 
of them all was a Pennsylvania cradler, 
Michael Cromer, of Franklin county 
whose home was near Mercersburg. 

“The word went ’round that Michael 
was good when he really got warmed up. 
He was six feet three inches tall and had 


the brawn to swing an extra large cradle. 
A manufacturer of cradles offered to 
make a special model for him if he would 
cut ten acres of wheat in one day. Michael 
accepted the offer, saying that he would 
not only cut ten acres but would attempt 
to cut twelve. 

“Michael’s new cradle, a handsome 
piece of workmanship was ready for the 
harvest of 1858. The scythe was 65 
inches long, of silver steel and was made 
at a cost of $25.00—an exhorbitant sum 
in those days. The determined giant ar- 
ranged with a doctor to keep watch over 
his physical condition on the day appoint- 
ed for his effort to make a record. When 
the sun peeped over the horizon, he began 
to swing the new cradle. He wore no hat, 
his clothing was light and his shoes were 
really slippers. 

“Twenty-two clips to the minute he 
swung his cradle, cutting a swath 11 feet 
wide and 5 feet deep. During the day he 
did not eat any solid food. Once every 
two hours he paused to whet the scythe 
and partake of cold broth. At 2 o’clock 
a thunderstorm swept over the field. The 
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onlookers saw the silvered scythe flash in 
the lightning without the loss of a single 
swing. 

“One of the by-standers, a hunter who 
was familiar with the tax on the endurance 
of a man in the long pursuit of game, 
suggested that a piece of raw beef be- 
tween Michael’s teeth would sustain him 
until sunset. The beef was brought from 
Mercersburg. When the sun had dropped 
behind the hills, Michael had reduced the 
beef to juiceless shreds and had hung up 
a new record. 


“A careful measurement showed that 
he had cut a little over 12% acres from 
sunup until sundown. It had kept four 
men busy binding the sheaves as Michael 
cut his wide swath. There were 365 shocks 
which produced 262 bushels of wheat.” 


Commercial 


HYGENO 
LITTER 


® Dustless 


© Medicated 


® Fireproof 


SO L895 NET 


+ 


This new litter is especially 
treated with chemicals making it 
distasteful to chicks and poultry 
and also giving it disinfectant 
properties to improve sanitation. 


This litter has attracted wide at- 
tention among hatcherymen and 
gives greater satisfaction to users. 


Minneapolis, Minnesota 


“WE SPECIAL IN CONG 


Write for Prices and Information 


LAPP LABORATORIES 


Grain Elevator Strike Cripples 
Minneapolis Market 


INNEAPOLIS elevators are in a vir- 

tual tie-up as a result of the grain 
handlers strike which went into effect, 
August 19, and there appears to be no 
improvement in sight for some time to 
come. 

Country elevators have been advised 
not to ship any more grain to this mar- 
ket until a settlement is reached. Mean- 
while, grain in transit has been diverted 
where possible to Duluth, Milwaukee and 
other markets. 

Minneapolis maltsters, which have 


VACTO-LAC 


© Production 


© Hatchability 
© Livability 


= 


Why Take Chances 
with Poor Hatches? 


Hatcheries are demanding that 
VACTO-LAC be fed to their 
flocks. Made especially for 
hatchery flocks. WACTO-LAC 
produces ten to twenty per cent 
increase in hatchability. 


— 


- Nevada, Iowa 


their own union, are reported to be tak- 
ing barley and grain is also being bought 
on order for outside maltsters. 

Pillsbury Flour Mills Co. closed down 
its plant September 1 and it is expected 
that other mills will be forced to follow 
suit. Russell-Miller Milling Co., which 
draws its wheat supply direct from the 
Electric Steel elevator, shut down almost 
immediately after the strike went into 
effect. 

Shippers are becoming impatient with 
the grain backing up in the country and 
farmers anxious to sell in order to take 
advantage of the prevailing high prices. 
Surprise is expressed that local authori- 
ties should continue to ignore the activi- 
ties of the “red” labor agitators in the 
strike and the shippers are intimating 
that unless the situation is cleared up 
they will be compelled to search else- 
where for a market for their grain. 

Several of the Minneapolis feed mills 
have also ceased operations but are mak- 
ing shipments to customers as usual from 
reserve stocks at outside point. 

The linseed meal situation has been 
alleviated with the Archer-Daniels-Mid- 
land Co. making arrangements to operate 
its Milwaukee mill and Spencer Kellogg 
& Sons transferring flaxseed to Buffalo 
and preparing to keep its Minneapolis 
plant idle for an indefinite period. 

All Minneapolis terminal grain eleva- 
tors are closed, with the exception of one, 
which is considered a cooperative and 
with which the union has made some sort 
of agreement. It was thought for a time 
that an agreement would be reached but 
the union finally refused to accept the 
terms proposed and continued picketing. 
Recognition of the union and adoption of 
a closed shop is demanded. 


RANDALIA MUTUAL CREAMERY, 
Randalia, Ia., has gone into the feed 
business. 


~~ 


e FARMERS CO. FEED MILL, Ashton, 
Ia., has been rebuilt and a feed mixer 
installed. 


e FARMERS COOPERATIVE CO., 
Ruthven, Ia., has completed the con- 
struction of a new warehouse and also 
contemplates building a modern feed milk 


e CHETEK EQUITY COOPERATIVE 
Produce Co., Chetek, Wis., is planning to 
install a Diesel engine to run its feed mill. 
EXCHANGES TO CLOSE 

Two grain future markets are expected 
to close within the next few months. The 
Baltimore Chamber of Commerce, Balti- 
more, Md., has asked for permission to 
cease operations and it is reported that 
an order will be issued shortly for dis- 
continuance in November. Permission to 
discontinue has also been asked by the 
Hutchinson Board of Trade, Hutchinson, 
Kansas. 
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GLF Declares Dividend 
To Feed Patrons 


Cooperative GLF, Inc., Buffalo, N. Y., 
has announced that it will declare a cash 
patronage dividend to its customers at 
various branches based on the record of 
their purchases. The statement recently 
issued by the organization reads as 
follows: 

“Since January 1, 1936, all GLF retail 
service agencies have kept careful records 
of seed and open formula fertilizers and 
feeds. During the six months from Jan- 
uary 1 to June 30, 1936, GLF made sub- 
stantial profits on the wholesale purchas- 
ing and processing of seeds, feeds and 
fertilizers. 

“On June 30 your GLF directors re- 
ported this fact to the 2,700 GLF pa- 
trons committee men. The directors said 
that in their judgment part of the net 
earnings for the six months’ period could 
be safely distributed as patronage divi- 
dends, providing the committee men ap- 
proved. 

“Returns from committee men indicate 
that while approximately 20 per cent of 
them favor keeping all earnings until 
GLF has all the working capital it re- 
quires, 80 per cent favor distributing 
part of the net earnings as patronage 
dividends under the circumstances as ex- 
plained to them by GLF directors. 


“GLF will therefore distribute in cash 
based on your purchases of GLF seeds 
and public formula fertilizer and feed 
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‘Sky Scraper’ Addition Completed 
By Bunge Elevator Corp. 


GRAIN storage capacity of the Bunge 
Elevator Corp., Minneapolis, Minn., 
has been increased nearly 1,500,000 
bushels by the construction of a mam- 
moth concrete workhouse and _ storage 
annex recently completed. 
The new workhouse towers above its 
surroundings 227 feet in the air and is 
54x46 feet at the base. It is served by a 


during the six months’ period, January 1 
to June 30, 1936. 

“Dividend checks will be based on the 
local GLF store or agents record of their 
purchase.” 


e E. S. WOODWORTH, Inc., Minne- 
apolis, Minn., has been formed with Mrs. 
E. S. Woodworth, widow of the late 
Snow Woodworth, as president. The new 
firm has purchased the warehouse owned 
by the old E. S. Woodworth & Co. and 


will operate exclusively as a feed storage 
firm. 


e FRUEN MILLING CO., Minneapolis, 
Minn., is erecting a new concrete eleva- 
tor which will cost approximately $25,- 
000. A. B. Fruen is president of the firm. 


e FEED INGREDIENTS CO. has been 
formed at Amsterdam, N. Y., to deal in 
feed ingredients throughout New Eng- 
land and New York state. 

e GEORGE T. GORDY, who has op- 
erated the Standard Flour & Feed Co., 
Salisbury, Md., for the past 21 years has 
closed his business and retired because 
of ill health. 


e L. C. KING, manager, M. D. King 
Milling Co., Pittsfield, Ill., since the 
death of his father in 1931, has resigned 
to devote his time to other business 
enterprises but will retain an interest in 
the firm. 


double track unloading shed 100 feet 
long with four 3,000-bushel receiving pits 
where cars are handled by a 50 horse 
power car puller and the grain unloaded 
by four 10 horse power shovels. 

The workhouse has a total capacity 
of 90,000 bushels with eight different 
floors for operation of machinery and 
equipment. A modern passenger elevator 
with a speed of 100 feet per minute runs 
from the basement to the scale floor. 

The new storage annex has a capacity 
of 1,340,000 bushels, is 60 feet wide and 
125 feet high and consists of two rows 
of seven 24 feet diameter circular bins 
with 25 interspaces. Grain is taken from 
the storage bins into a tunnel and can be 
conveyed back into the workhouse for 
cleaning or shipping out, whichever may 
be the purpose. A thermometer system 
indicates the temperature of the grain in 
any bin and is recorded in the control 
room which is located at the top of the 
workhouse. The storage tanks are further 
modernized with an aerating system. 

Approximately 9,200 cubic yards of con- 
crete, 600 tons of reinforcing steel, 150 
tons of structural steel and 200,000 feet 
of lumber were used in the construction 
of the entire addition. 

The new structure furnishes a striking 
contrast to the original frame elevator. 
Construction of the new workhouse and 
storage annex marks the second expan- 
sion project of the company within the 
past two years. In 1934, a 500,000 bushel 
reinforced concrete annex was built ad- 
joining the frame elevator. The new 
workhouse and storage bins adjoin it and 
form an imposing array with the wo-k- 
house tower taking its place among the 
Minnexpolis sky scrapers. 


@e WINONA FLOUR & FEED CO., 
Winona, Minn., has installed a new attri- 
tion mill and added farm machinery as a 
sideline. 


e ENFIELD MILL & ELEVATOR CO., 
Enfield, Ill. and the stock of J. W. Epper- 
son was destroyed by fire of unknown 
origin. 


e J. E. JOHNSON, Spencer Kellogg & 
Sons Sales Corp., Chicago, IIl., returned 
recently from a business trip to the East 
in the interest of Kellogg’s old process 
soybean meal. 


DISTRICT MEETINGS 
The Northwest Retail Feed association 
will hold a series of district meetings in 
various sections of Minnesota during 
September, October and November. One 
of the gatherings is to be held at Osakis, 
October 29, with Edward Pollard in 
charge and at Fergus Falls on the follow- 
ing evening with B. A. Jaenisch presiding. 
Meetings are also being scheduled for 
Forest Lake, Plato, Northfield, Willow 
River, Owatonna, Rolling Stone and 

Willmar. 
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Floyd Oles Lists ‘‘Don’ts”’ 
For Advertisers 


Floyd Oles, manager of the Pacific 
Northwest Feed association, Seattle, 
Wash., in his bulletin of August 20, gives 
his members a valuable series of “don'ts” 
to observe in their advertising programs. 

“Don’t advertise in church, school or 
fraternal papers for results. 


“Don’t advertise in any paper unless 
it goes into farm houses. You can find 
this out. 

“Don’t compete with all of the retailers 
by advertising on Fridays and Saturdays 
— the first four days are much better for 
the feed business. 


“Don’t be satisfied with a business card 


type of ad. Say something short and 
snappy, in simple words, but say some- 
thing. 

“Don’t crowd your ad space with 
words. Leave lots of white margin so it 
will stand out. 

“Don’t forget that an arresting heading, 
a lot of white space or an eye-catching cut 
will make people read your story.” 


e W. J. SPARR, Marshfield Milling Co., 
Marshfield, Wis., has been confined to a 
hospital for the past few weeks. He is 
recovering rapidly and expects to be back 
at his office soon. The Marshfield Milling 
Co. has just painted its office buildings 
and elevator and is planning the construc- 
tion of a new warehouse to accommodate 
its rapidly increasing business. 


* 
SHUN. 


BLUNT BUT BELIEVABLE! 


. OW MANY TIMES do you turn, and what 
do you earn over the year?” Ask this of 
each dollar invested in the merchandise of 
your business. Then call for a “showdown” 
on what other merchants are getting out of 
their dollars invested in Purina Chows! 
You'll discover that the Purina Dollar is 
the most profitable dollar in the retail feed 
business today. Its performance in the feedlot 
brings customers back again and again. The 
Purina Dollar builds as it turns and earns. 
The Purina field man will gladly show you 
the facts in “dollars and cents.” 


PURINA MILLS 


923 Checkerboard Square 


Lettens 


Wants Book... 


We are enclosing $6.00 and will you 
please send us one copy of the 20th 
edition of Feeds and Feeding by F. B. 
Morrison and you can also extend our 
subscription for the added amount. 

By all means put us on to receive a 
copy of Merchandising Farm Supplies. 
Any feed dealer who overlooks the op- 
portunity of educational advertising liter- 
ature of this type is certainly missing one 
of the best opportunities of his life. Re- 
gardless of price, you can book us for a 
copy. 

I might add that we are recent sub- 
scribers to The Feed Bag but thoroughly 
enjoy it and there is never one issue 
that we haven’t gained enough to pay for 
a yearly subscription. 

ELWOOD ROE 
Roe Farms Milling Co. 
Atwood, Ontario. 


They Are... 


May I offer my personal congratula- 
tions for the fine work The Feed Bag 
has been doing during the past 11 years. 
There is no question in my mind that it 
is the outstanding merchandising paper 
in the farm supply field. It certainly is 
not the fault of The Feed Bag or your- 
self if feed merchants, by and _ large. 
are not better merchandisers today than 
they were 11 years ago. 

F. HARVEY MORSE 
New York City. 


Big Help... 


I have been an ardent reader of The 
Feed Bag for several years and honestly 
say that it would be hard to do without 
the many helpful hints and articles pub- 
lished in every issue. You know it’s hard 
to find a trade magazine that a fellow 
looks forward to every issue. 

I am planning on “dressing” my store 
up to times and felt sure The Feed Bag 
could be instrumental in helping. If you 
have any plans and information on “up- 
to-date” seed—feed stores they will be 
appreciated and advertised as such. 

J. FRED MULLINS, JR. 
Mullins Feed-Seed Service 
Chattanooga, Tenn. 


Likes Poem... 


I was very much interested in the 
poem, “Watkins Pays His Bill” which 
appeared in your August issue, as it was 
along the line of thought which I have 
been preaching and harping on since 1903 
when I first began to use the slogan, 
“Weigh Your Feeds and Weigh Your 
Milk and Get Rid of Your Boarders.” 

I have taken the liberty of copying 
this poem and am sending it out to 500 
of our dealers. 

C. J. LA FLEUR 
Kasco Mills, Inc 
Waverly, N. Y. 
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Plan Novel Program 
For Grain-Feed Men 
At National Meet 


HORT, snappy sessions with em- 
phasis on the more important prob- 
lems of the trade are incorporated 

in the tentative program announced by 
the Grain & Feed Dealers National as- 
sociation for its 40th annual convention 
which will be held at the Schroeder hotel, 
Milwaukee, October 12 and 13. Early 
reservations reaching the St. Louis head- 
quarters of the organization, indicate a 
big attendance. 

Ray B. Bowden, newly appointed sec- 
retary, who is directing his first conven- 
tion for the association, was in Milwaukee 
August 18 to confer with the special com- 
mittee of local grain and feed men which 
is in charge of the annual banquet and 
other entertainment. He was assured that 
visiting members of the trade would be 
given the run of the city and that elabor- 
ate plans were in progress to make the 
convention the most enjoyable on record. 

Many Breakfast Sessions 

Much of the discussion on business 
problems during the convention, by way 
of an innovauon, will be held across the 
breakfast and luncheon tables. A series 
of these informal group meetings has 
been interspersed throughout the two day 
session and promises to be interesting 
and practical. 

General sessions will be but three in 
number. The first on Monday morning 
is to be devoted to a discussion of legisla- 
tion in the grain trade with J. M. Mehl 
of the commodity exchange administra- 
tion as the principal speaker. In the 
afternoon a well-qualified speaker is to 
analyze the drought situation and its 
effects on the grain and feed trade. Tues- 
day morning the general session will be 
devoted to a discussion of trucking 
problems. 

Elevator association men will meet for 
breakfast on Monday morning and at 
the same time there will be a members’ 
breakfast with entertainment that will 
get those who attend acquainted in a 
hurry. 

Editors to Hold Confab 

Editors of grain and feed journals will 
discuss mutual problems over their coffee 
at a special session scheduled for them 
on Tuesday morning. Meanwhile, various 
committees of the association will get 
together to discuss their respective duties 
at breakfast conferences. 

Other breakfast and luncheon meetings 
tentatively scheduled during the two days 
include a confab on soy beans, a meeting 
of feed trade members, an “old timers” 
luncheon meeting, gathering of the na- 
tional arbitration committees, a confer- 
ence of exchange officials interested in the 
work of the grain committee on national 
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affairs and a meeting of country shippers 
and inspection officials. 
Banquet on Last Day 

The annual banquet will be held on 
evening of the last day of the convention. 
Here the Milwaukee grain and feed men 
will prove their hospitality and ability to 
entertain. It is understood that there will 
be no banquet speaker. 

Members of the Milwaukee committee 
which is directing arrangements for the 
banquet are H. M. Stratton, Stratton 
Grain Co., chairman; Edward LaBudde, 
LaBudde Feed & Grain Co.; O. R. Sickert, 
Deutsch & Sickert Co.; W. A. Hottensen, 
W. M. Bell Co.; E. J. Koppelkam; Ar- 
thur J. Riebs, Riebs Co.; J. Walter Rice; 
Walter K. Weschler; Lawrence H. 
Teweles, L. Teweles Seed Co.; A. L. 
Johnstone, Johnstone-Templeton Co.; J. 
Howard Mallon, Chas. A. Krause Mill- 
ing Co.; John W. Jouno, Stratton Grain 
Co.; E. H. Hiemke, L. Bartlett & Son 
Co.; J. P. Hessburg, Archer-Daniels-Mid- 
land Co., and H. H. Peterson, Schlitz 
Brewing Co. 

Golf Meet on Tuesday 

Tuesday afternoon has been set aside 
for the annual golf meet, and recreation 
and sight-seeing trips are being arranged 
for those who do not care to participate 
in the tournament. 


INDIANA 

Richard Grevenstuk and Al Langland 
have opened a feed and lumber store at 
De Motte. 

Johnson feed store, Sullivan, recently 
entertained its customers with an out- 
door movie which attracted a large at- 
tendance. 

John Taflinger has taken over the Sun- 
shine feed store, Scottsburg. 

Allied Mills, Inc., Fort Wayne, Ind., 
was host recently to a group of 200 Ohio 
poultry breeders who were on a tour 
sponsored by Ohio State university. 

Orange County Farm bureau has pur- 
chased the McIntire & Hopping feed 
mill, Leipsic. 

Miller Grain Co., Bainbridge, has pur- 
chased the Campbell elevator, Green- 
castle. 

John F. Kunberger, Columbia City, 
proprietor of the Kunberger grain, feed 
and seed store, died suddenly August 12. 
He was 59 years old. 

Aurora Flour & Feed Co., Aurora, has 
installed a corn cutter and grader. 

W. H. Bradley, for many years man- 
ager of the Elkhorn Mills, Boonville, is 
now associated with Otto C. Roller, Boon- 
ville Milling Co. 

Mel Alexander, manager, Indiana 


<i 


Schroeder Hotel, Milwaukee 


“Our association,” said S. W. Wilder, 
Cedar Rapids, president, “is more than 
grateful for the spirit being shown by our 
Milwaukee hosts. They are more than 
living up to the promises they made when 
they won the bid to hold the convention 
in their city. They have their plans well 
in hand and in a conference with us re- 
cently showed an enthusiasm and interest 
that promises great entertainment for all 
who visit Milwaukee. 

“We are trying this year to make the 
general sessions shorter than ever before, 
only an hour and a half in length, but to 
concentrate our discussions at these ses- 
sions upon one general subject of interest 
to all classes of members. The breakfast 
and luncheon meetings will, we believe, 
be attended by a surprisingly large number 
of members, for these meetings will hold 
strong group interest and are being ar- 
ranged in most attractive fashion.” 


Grain Producers elevator, Fairland, re- 
cently suffered the loss of his right leg 
and has taken a leave of absence. Stanley 
Marshall is acting as temporary manager. 

Kroft Elevator Co., Tefft, has been in- 
corporated with a capital stock of $3,000 
by Ralph and Dorothy Kroft and Merrill 
and Lily Gould. 


e BROOKLAWN GRAIN & FEED CO., 
Bridgeport, Conn., has announced plans 
for the construction of a new warehouse. 
The structure will be 130x50 feet and 
will have a wing 20x50 feet for the hous- 
ing of five trucks. 


e FRED SACKETT, Des Moines, Ia., 
and Harry Hunter, Earlham, Ia., have 
opened the Hunter feed store in the Skin- 
ner building, Adel, Ia. 


e JACK WILCOX, What Cheer, Ia.. 
has purchased the local elevator formerly 
operated by Lewis Bros. from W. H. 
Horras, Nevada, Ia., and has opened it for 
business with John Damerval as manager. 


e ATLAS FLOUR MILLS, Luck, Wis., 
owned by Harry Hawkinson, was recently 
destroyed by fire believed to have orig- 
inated in the turbine room of the plant. 
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Farm Service Stores, Inc., Elects 


T. F. Yarger President 


T F. YARGER was elected president 
of Farm Service Stores, Inc., Minne- 
apolis, at the annual meeting of the or- 
ganization held August 10. Mr. Yarger 
was formerly vice president and general 
manager of Farm Service Stores, and 
succeeds Harry A. Bullis as president. 
Mr. Yarger has been engaged in the feed 
and grain business in various capacities 
for the past 20 years. He came to Minne- 
apolis in 1914 and was employed by the 
Merchants Elevator Co. as accountant, 
auditor and office manager. During the 


war he served in the army for 16 months 
as a first sargeant in the 337th field 
artillery and was later commissioned a 
second lieutenant. 

In 1919 he went to South Dakota where 
he was employed by J. P. Sexauer & Son, 
Brookings, for two years as auditor and 
salesman, and in 1921 joined the Stokes 
Milling Co., Watertown, S. D. He entered 
a joint account arrangement with that 
firm in 1923 on the sale of flour and com- 
mercial feeds and established the Dakota 
Feed & Seed Co., a retail seed and feed 


Bac 


TONS 
EXPERIENCE 


of every Bag 


%4 the appreciation and confi- 

- dence of thousands of the best 
4 farmers. This preference en- 
: ables us to offer you the fer- 


LG1 


OF 


Fo more than 40 years, 
good farmers have been 
growing good crops with V-C 
Fertilizers. 

Year after year these splen- 
did fertilizers have given 
good results in the fields of 
farmers who grow Wheat, 
Corn and other small grain; 
Cotton, Tobacco, Peanuts; 
Potatoes, Vegetables, Fruits. 
and Citrus. 

Faithful adherence to the 
principle of making honest 
goods has been rewarded by 


tilizer with 35 million tons of 
experience back of every bag. 


VIRGINIA-CAROLINA 
CHEMICAL CORP. 


EAST ST. LOUIS, ILL. 


Agents Wanted 
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T. F. YARGER 


business, in 1925, continuing his connec- 
tion with the Stokes company. The Stokes 
Milling Co. closed in July, 1928, and 
Mr. Yarger took over the wholesale dis- 
tribution of flour and feed. 

In 1929 he sold 51 per cent controlling 
interest in the Dakota Feed & Seed Co., 
to General Mills, Inc., Minneapolis, and 
was retained as president until May 31, 
1934. The balance of the stock was then 
sold to General Mills and Mr. Yarger was 
transferred to Minneapolis as vice presi- 
dent of the western division of Farm 
Service Stores, Inc. in charge of the seed 
department. He was made general man- 
ager in June, 1935. 

General Mills, Inc., Minneapolis, of 
which Farm Service Stores, Inc., is a 
subsidiary, also held its meeting on the 
same date and reelected all officers and 
directors. In addition, W. R. Morris, 
Buffalo; H. R. McLaughlin, Chicago; 
F. B. Burke, San Francisco, and J. S. 
Hargett, Oklahoma City, were made vice 
presidents of the company. 


e W. A. HOTTENSEN, W. M. Bell 
Co., Milwaukee, has announced the 
engagement of his son, William Garner 
Hottensen, connected with the Bell 
branch office at Cedar Rapids, Ia., to 
Miss Louise Porter of that city. The 
wedding is expected to take place next 
month. 


e E. P. MITCHELL who has been 
serving as vice president and general 
manager, Washburn-Crosby Co., Kansas 
City, Mo., has been elected vice president 
of the firm at Buffalo and took over his 
new duties September 1. 

MILK PRICES GAIN 

Wisconsin milk prices in July this year 
averaged about 34 cents per hundred 
pounds above a year ago. Farmers re- 
ceived an average of $1.50 per hundred 
which is an increase of 16 cents over the 
previous month and 34 cents above the 
average for July, 1935. During the 
drought of 1934 dairymen received only 
$1.04 per hundred pounds for July milk. 
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Sts a Sin to Tell a Lio 


Some Egg... 

A hen owned by George Larry, West- 
ville, Ill., after occupying her nest in 
silence for two days, suddenly started to 
cackle with gusto. When her owner in- 
vestigated he found that she had laid an 
egg measuring 8% inches around the 
long way and 6% inches around the 
girth. That was really something to cackle 
about. 


Bugs Won... 

Ivan Evans, Salt Lake City, Utah, de- 
cided to get rid of the bed bugs in his 
home with a gasoline spray. Then he 
struck a match to see if any live ones 
were left. The blast that followed singed 
Ivan’s eyebrows and legs and scorched 
the bedroom walls. 


Pencil Fallacy... 

There is no lead in lead _ pencils. 
Graphite is the material used and it is 
comprised of 90 per cent carbon but no 
lead. It is thought that the name “lead 
pencil” arose from the fact that before 
graphite, lead was used for writing. 


Horse Sense... 


Horses have no eyebrows. They will 
not eat meat whether it is cooked or raw 
and can sleep standing and sometimes go 
for months without lying down. A pig 
has 79 more bones in his body than a 
horse. 


Busy Men... 


That there are many one-armed paper 
hangers was discovered in response to a 
recent radio program. Twenty-three have 
already proved they are in this category 
and names are still coming in. One of 
them, Albert J. Smith, Dedham, Mass., 
also had the hives once. 


Oyster Stew... 

Oysters change their sex from time to 
time. After reaching maturity they re- 
main male for six weeks, then turn fe- 
male for the breeding season. Following 
that comes a rest of a year as a male. 
Fourteen average-sized oysters contain 
as much nourishment as one hen’s egg. 


Commas Important... 

An important official was visiting a 
village school while a lesson in punctua- 
tion was in progress, with particular em- 
phasis on the comma. “Why waste time 
on commas?” demanded the visitor. 
“Teach those children something use- 
ful.” And when the teacher insisted the 
comma was important the official rudely 
called him an ass. Annoyed at being 
chided thus in front of his class, the 
teacher walked to the blackboard and 
wrote, “Our visitor says the teacher is 
an ass.” Then he turned to the official 
pointed to the line and inserted two com- 
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mas which made the sentence read, “Our 
visitor, says the teacher, is an ass,” and 
convinced him of the importance of the 
comma. 


Peculiar Bet... 


To win a wager, Takkenberg, a Dutch- 
man, travelled from Amsterdam, Hol- 
land, to Marseilles, France, a distance of 
1500 kilometers by somersaults. Two 
million somersaults were required for the 
whole distance. 


| WANT 
SOME MORE 


ALLIED MILLS 
INC. 


SERVICE DEPARTMENT, ALLIED MILLS, Inc., FORT WAYNE, INDIANA 


Please send us complete information 
about your WAYNE PROGRAM. 


Ate His Shirt... 


Many persons have agreed “to eat their 
shirt” if they proved to be wrong in 
their contentions or lost a bet. There is 
one known man who actually did it. He 
is a chemistry professor at Harvard. The 
shirt was dissolved in acid and then the 
acid was neutralized with another chemi- 
cal. He next filtered out the poisonous 
part of the mixture with a specially built 
apparatus, spread the resulting mixture 
on a piece of bread and ate it. 


e H. L. KRUEGER, Krueger Bros., 
Forest Junction, Wis., a director of the 
Central Retail Feed association, has been 
confined to his home with an attack of 
arthritis. 


ORDER 


= 


Yessir, it’s the repeat orders that make profits for the feed dealer. 
The first sale represents little, if any, actual profit, but when the 
feeder comes back again and again—that’s when the time spent 
on the first order really pays out. 


Dealers who merchandise Wayne Poultry and Livestock Feeds get 
the repeat orders. Feeders come back for more and more . . . and 
bring their neighbors with them. 

That is because Wayne dealers sell more than just “feeds”. They 
sell quality products coupled with practical and economical feed- 
ing and management programs that cannot be obtained elsewhere. 
KNOW THE FACTS. Write today for information about the 
Wayne franchise that puts the feed business on a profitable basis. 


ALLIED MILLS, INC., Chicago, Illinois 


Mills at Peoria, Illinois; Omaha, Nebraska; Fort Wayne, Indiana; Taylorville, 
Illinois; Buffalo, New York; East St. Louis, Hlinois; Portsmouth, Virginia 
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CAPITOL DEMON 
Brand Brand 


ROLLED OATS 


Rolled Barley 
Pulverized Oats 


Feeding Oatmeal 
Pulverized Barley 


Des Moines Oat Products Co. 
DES MOINES, IOWA 


Best Wishes 
Independent Feed Dealers of Iowa 


Merchandising Farm Supplies 


(Continued from Page Twenty-three) 


HYGRADE 
SOYBEAN MEAL 


write or wire 


for quotations 


manufactured by 


IOWA MILLING Co. 
Cedar Rapids «+ 
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The Curry Comb (interesting association with firm name) 
Joe’s Chatter (ties up to a definite personality) 
Illustrations Attract Reader Interest 

People look at pictures when they won’t read type. If you 
are getting out a printed paper, get a supply of cuts from 
the manufacturers of the lines you handle and sprinkle them 
through the pages. Occasionally, too, you may have a piece of 
local evidence of such exceptional merit that you would like 
to run a picture of the customer’s cows, or hogs, or chickens, 
or a new barn. If so, you can make a snapshot yourself and 
get a half-tone cut at a price ranging from $3.75 up, depend- 
ing on the size. This will strengthen your paper tremendously. 

If you are getting out a mimeographed paper, you can still 
illustrate it by tracing illustrations from advertisers’ literature 
on your stencil. A few dealers have found that it pays to have 
original illustrations drawn by local artists. 

Some Devices to Gain Attractiveness 

A company with several stores in lowa, prints up a red 
ink heading and border on enough sheets to last several 
months. The main body of the paper is mimeographed from 
week to week. This provides a two-color effect at reasonable 
cost. A few dealers have actually done two-color printing on 
mimeographs or similar machines. Others print their publica- 
tions on different colored stock for each issue. Since colored 
paper costs no more than white paper, they get extra attention 
value at no additional charge. 

White space is another valuable attention help. Don’t try 
to'cram every square inch on your paper full of type. Leave 
ample margins and space between columns. In general, you 
will get a better looking paper if you set your material two 
columns (possibly three in a printed paper) instead of a single 
column. It is easier to read and nicer looking. 

What Will a Store Paper Cost? 

If you already have a reproducing machine, the cost of your 
store paper will be nominal, stencils and paper being prac- 
tically your only expense. Of course, there is the matter of 
postage and envelopes, but that is the same whether your 
paper is mimeographed, multigraphed or printed. If you buy a 
machine particularly to get out a store paper, you will, of 
course, have to add to your cost the interest on your invest- 
ment and some depreciation on the machine. The entire cost 
should not be charged to the store paper, however, for you 
will doubtless find many, many other uses for the machine 
once you have it. 

The cost of having a bulletin multigraphed or mimeographed 
in a letter shop, or printed in a print shop, will vary so widely 
depending upon the local situation, the type of printer, the 
amount of material, that it is impossible to give any accurate 
estimates of cost. One dealer buys 300 copies of an excellent 
one-sheet multigraphed paper at a cost of about $12 an issue, 
including the art work. Another dealer reports a cost of 4% 
cents per copy, including postage. He gets out 1000 copies a 
month on the multigraph. One dealer who prints 600 copies 
of a paper a month, spends $26.00 for printing and postage. 

An Ohio feed dealer, issuing 300 copies of a store paper each 
month, sells ads on his back paper to non-competing mer- 
chants in town at the rate of $2.00 for one and one-half inch 
space. It costs him $10 to $12 per month to print his paper 
and advertising brings him $8 to $10. 

How Often Should a Paper Be Issued? 

The answer to the question, “How often should I get out a 
store paper?” depends upon what you want to do with that 
store paper. If you want to use it as a price list, you should 
get it out at least weekly. If, on the other hand, you do not 
care to feature prices, then possibly twice a month or monthly 
will be sufficient. Of course, the more frequently you can get 
it out the stronger an impression you will make on the minds 
of your customers. Your own advertising appropriation will 
partially determine the answer to this question. 

Mailing Your Paper to the Trade 

A few dealers mail store papers under 2 cents postage, 
thinking that gives them better attention value. Most of them, 
however, use the third-class, 114 cents rate. The post office 
allows a bulk mailing rate if as many as 200 copies are mailed 
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at a time, which brings the postage down to a cent apiece. 
(See your postmaster for permit.) 

Some dealers simply address their papers to box holders 
on the rural routes. That, of course, is the easiest way to send 
them out, but not necessarily the most effective. Doubtless 
there are some excellent prospects on every rural route, more 
fair prospects, and quite a number whose business you are 
not anxious to get or who haven’t any business to give you. 
It’s much better to have an actual list of names to whom 
you send your paper. In the course of a year, the postage 
alone on two or three hundred waste names would amount 
to a sizeable sum. Besides, indications are that a feeder is 
more interested in material addressed to him personally than 
that addressed generally to a route. 

A number of dealers are getting away from the cost of 
envelopes and making their store paper what is known as a 
“self-mailer.”” This simply means that the paper is folded so 
that one side can be used for the address. Such a plan is used 
by some of the nation’s largest advertisers. A similar plan 
will help you save money—and time. There are certain postal 
regulations governing this, however, and your postmaster 
should be consulted. 

Results from Store Papers 

It is a mistake to judge a store paper entirely by the num- 
ber of people who come in the door, wave it in the air and 
say, “Just got this paper; give me a ton of fertilizer, feed or 
coal.” The only time immediate direct sales are a test of the 
paper is in the case of some limited time special. And even 
then, weather or conflicting attractions, such as a fair or cir- 
cus, may interfere with the drawing of large crowds. 

Dealer after dealer discloses the fact that he finds sales 
come easier since starting a paper. And they should, because 
constant hammering on an idea is bound to wear down resist- 
ance. A Vermont merchant reports that farmers actually do 
bring his store paper into the mill with them and ask for 
certain of the items advertised there. 

Cooperative Store Papers for Dealers 

In large cities merchants have promoted store newspapers 

made up largely of department store advertising. Similar 


papers are possible for merchants reaching the farm trade— 
in fact a number of groups are now using the cooperative 
plan with good effect. 

Such a paper may be published cooperatively by a group of 
non-competing merchants in a single town, e.g., a lumber 
yard, a coal dealer, a hardware merchant, a feed and seed 
store, a farm machinery distributor, an automobile sales 
agent, a grocer, a drugist, and a bank. Each merchant will 
probably have an ad, and in addition the paper will carry 
local farm news. 

A second type of cooperative paper is that put out by a 
group of merchants handling the same line, for instance, feed 
or farm machinery in a single county or sales territory. This 
paper is filled with facts about the line, figures from every part 
of the territory, ads of the participating merchants, and all 
the outside advertising they will take. The paper is mailed 
monthly to every rural box in the section. All the dealers 
names are carried in a box on the first page. 

Another more modest venture of the kind is the “ready 
made” store paper. Only one dealer’s name appears under the 
paper’s “mast head.” In other words, it appears to the con- 
sumer as a paper from just the local dealer but the contents 
are exactly the same for the dealers in various localities. 
In some cases each dealer is alloted a set amount of space 
under his own name—this being in addition to certain general 
material. 

Cooperative papers offer two advantages: 

1. It is possible to issue a more elaborate, more attractive 
paper than a single dealer could put out—a particular advan- 
tage to the smaller dealer. 

2. It reduces the cost to participating dealers. Costs are 
usually apportioned to dealers according to the number of 
copies they use. This plan makes a paper possible for smaller 
dealers who otherwise might not be able to consider one. 


NOTE TO READERS: We have had a number of requests for copies of 
the complete book, ‘“‘Merchandising Farm Supplies’”’ by F. Harvey Morse. 
The complete book has never been printed but we may decide to publish it. 
Would you be interested in — a copy? The price would be reasonable. 
Let us know.—-THE FEED BAG 


KANE s YRO 


fresh, supply. 


tank cars or barrels. 


PHILADELPHIA 


FEEDING MOLASSES 


Prom plantitinr you / 


A genuine al Sugar Cane Molasses imported direct from the sugar producing countries, Kane Syro 
is rich in sugars and the other natural ingredients that make molasses so valuable for feeding livestock. 
Fast tank steamers with an average capacity of a million and a half gallons each, provide a constant, 


A dependable service plus quality and low cost at your disposal. Order now for prompt delivery in 


NATIONAL MOLASSES CO. 


PENNSYLVANIA 
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One Certain Way to Get Business 
And a Story With a Moral 


HE inevitable outcome of cutting 

prices to meet competition is force- 
fully illustrated in a story of two woods- 
men which has been submitted by a 
reader of The Feed Bag with the nota- 
tion — “this might be a good moral for 
some feed dealers”. It follows: 

“My friends,” said a raw-boned woods- 
man to a party of tourists from New 
York, “there’s a nasty detour up the road, 
and out about two miles you'll run into 
a nasty mud hole that sticks the cars and 
they can’t get out. If you want I'll turn 


around and go back and pull you through.” 
“Thanks,” replied the city folks, “but 
we'll get through,” and they drove on. 
They finally landed in the mud hole, 
stuck and couldn’t get out. One of them 
walked down to the cabin of the old 
woodsman and brought him back with his 
horses. The car was soon pulled out and 
the New Yorkers asked the price, expect- 
ing to pay a good one for the service. 
“How much?” they inquired. 
“Nothin’,” replied the woodsman much 
to their amazement. 


CONTROLLED VITAMINS! 


Gorton’s “Super-A” 
Cod Liver Oil Alone Has This Feature! 


Gorton-Pew Fisheries control the number of vitamins in every 
gram of “Super-A” Cod Liver Oil! 
Each gram of Gorton’s “Super-A” is guaranteed to contain 
3,000 UNITS VITAMIN A 
250 UNITS VITAMIN D 


“Super-A” used at the rate of % of 1% in total ration will pre- 
vent rickets and improve the health of the flock. 


When you buy cod liver oil consider the dependability of the 
manufacturer and their guaranteed vitamin content. If you do 
this, “Super-A” will be your choice! Place your order now. 


Black Granite Grit 


Poultrymen everywhere have 
found Black Granite Grit the most 
satisfactory grit they have ever 
used. It reduces feed costs and 
efficiently performs the mechan- 
ical function of grinding feed in 
the crop. 


today’s level. 


Soybean Meal 


With all feeds advancing, Soybean Meal is an exceptional value at 
Write or wire for prices on straight cars delivered. 


Alfalfa Meal 


If you have not purchased enough 
Alfalfa Meal to carry you well into 
the winter, we urge that you get 
our quotations on either South- 
western or Western meal deliv- 
ered. Shipment within thirty or 
sixty days. 


MAIN 8317 
MINNEAPOLIS 


CAL 


FARM SERVICE STORES, INC. 


OF GENERAL MILLS, Inc. 


JOBBING DEPT. 


554 CHAMBER 
OF COMMERCE 


WRIT 


“Nothing!” they said, “how do you 
live by doing work for nothing?” 

“Well,” said the old man, “it’s this way. 
About six months ago or thereabouts, this 
cut-off was put through here so the main 
road could be repaired. There’s only two 
of us that live anywhere near here, Lem 
Hodgkin and myself. Lem lives in another 
cabin up yonder and he and I have been 
comrades for many a year. We’ve been 


‘ lumbering together. Well, you see when 


they put this cut-off through here it made 
it bad for travelers so Lem and me got 
together and we kind of decided among 
ourselves that we’d pull ’em out for $5.00 
a piece. Well, everything went fine for 
a while. Me and my comrade made more 
money than we’d ever seen before. There 
never was so much money in these parts. 

“But a short time back I calculated that 
something had happened, because nobody 
was callin’ on me to pull ’em out. Two 
days went by and nobody came, but Lem, 
he was busy all the time. I began to look 
around sort of and I stumbled on to what 
Lem was up to. I found he was pullin’ 
them out for $2.50, while I was sticking 
to $5.00 just like Lem and me had agreed. 

“Well, sir, I got darned good and mad. 
I began to see red. Here my old pal and 
comrade had double-crossed me. He lied 
and was stealing from me my part of the 
business. That day I started pullin’ ’em 
out for nothin’ and I’ve been pullin’ out 
for nothin’ ever since. I’ve been busier 
than hell. I’m gosh darned if I ain’t show- 
ing that son-of-a-gun somethin’.” 


SOLD AT AUCTION 

Equipment of the plant of Nutrena 
Feed Mills, Inc., Minneapolis, Minn., 
was sold for $3,500 at a foreclosure 
auction August 4 to the Schreiber Mill- 
ing & Grain Co., St. Joseph, Mo., holder 
of the mortgage, and the real estate was 
subsequently purchased by the same firm 
for $3,000. Nutrena Feed Mills, Inc., 
which is a separate company from the 
Nutrena Mills, Inc., Kansas City, Mo., 
bought the plant from the Schreiber firm 
in 1930. 


e FRANK C. TENNEY, president, Ten- 
ney Grain Co., Duluth, Minn., has retired 
from business to become associated with 
the Northwest Investment Service, Inc., 
Minneapolis, Minn. 
e A. J. SOWERS, seed and feed mer- 
chant, Story City, Ia., has purchased the 
sales pavillion in that town from C. 0. 
Highland and will remodel it to house 
his feed and seed business. 
50 YEARS SERVICE 

Fifty years of service for the Western 
Weighing and Inspection bureau, 43 of 
which have been spent as manager of the 
Milwaukee, Wis., district were completed 
by Albert Halderman, September 1. He 
was honored at a banquet held at the 
Plankinton hotel, August 29, which was 
attended by his associates and a large 
group of friends, and was presented with 
a gold watch. Mr. Halderman started 
with the bureau at St. Louis, Mo., Sep- 
tember 1, 1886 and came to Milwaukee 
February 1, 1893. 
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Iowa Dealers Complete 


Convention Plans 
(Continued from Page Thirteen ) 


Wednesday afternoon will be devoted 
to further discussion and talks on the 
trucking problem, the feed man’s profes- 
sion and a suggested program of activity 
for the association. 

Ray Murray, secretary of agriculture 
of the state of Iowa, will discuss trucking 
as a problem of both the farmer and the 
feed dealer using as his subject: “What 
Is to Be Done With the Trucker Who 
Peddles Feed”. 

An outstanding Iowa feed man, whose 
name will be announced later, has been 
invited to explain the important and 
responsible position which the retail feed 
dealer occupies in his own community. 
His subject will be: “Doctor of Feeds and 
Feeding”. 

The third speaker will be Mr. Steen- 
bergh, called upon to make his second 
address during the convention, who will 
talk on the subject: “Where Do We Go 
From Here?” 

Mr. Dyer will be toastmaster at the 
first annual banquet which will bring the 
convention to a close on Wednesday eve- 
ning. He will formally introduce the new 
officers and directors, elected the preced- 
ing day, who are to carry on the work 
of the association until the second annual 
convention in September, 1937. 

The banquet will be unique in that 
there will be no speakers. The Savery 
hotel will serve one of its famous dinners 
and an entire big-time vaudeville variety 
show is being brought to Des Moines to 
provide entertainment. 

When the last encore is over the or- 
ganization committee, elected at Des 
Moines on June 16, will have completed 
its work and the future progress of the 
association will be in hands of its new 
officers and directors. 

Members of the organization commit- 
tee who will retire from active duty are: 
George H. Schaaf, Schaaf’s feed store, 
Des Moines; Milton Liggett, Liggett feed 
store, Seymour; L. R. McKee, McKee 
Feed & Grain Co., Muscatine; John 
Hinck, Hogan & Hinck, Corning; James 
H. Wake, Oskaloosa; J. A. Olson, Daven- 
port Elevator Co., West Bend; E. L. 
Allphin, Gooch Milling Co., Council 
Bluffs; Ralph Sprague, Sprague’s feed 
store, Oelwein; E. C. Heinmiller, New 
Hampton mill, New Hampton; Carl G. 
Orsinger, Waterloo Mills Co., Waterloo; 
Walter C. Berger, Des Moines Oats Prod- 
ucts Co., Des Moines; C. M. Stormes, 
Iowa Feed Corp., Des Moines, and A. E. 
Sargent, Sargent & Co., Des Moines. 


DAIRY PRODUCTS 


The smallest domestic supply of dairy 
products in five years is forecast by the 
United States department of agriculture. 
Milk production on August 1 was 6 per 
cent less than on that date last year and 
because of drought conditions will prob- 
ably continue at falling levels. Demand 
for dairy products has also been in- 
creased by an expansion of industrial em- 
ployment and payrolls. 
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LOOK FOR FULL PAGE 
IMPORTANT ANNOUNCEMENT 


in October Number 
of FEED BAG 


e e e Explaining 
PILOT BRAND Oyster 
Shell Co- 


with dealers. 


PILOT | 
CALCIUM 
CARBONATE 


OYSTER SHELL PRODUCTS CORPORATION 
London, England 


New Rochelle, N. Y. St. Louis, Mo. 


THESE 2 


WILL 


@ WONDERLAS... The most outstanding feed achieve- 


ment of the year for Dairymen, Steer, Sheep and Hog 
raisers. 


@ ARCADY LIVER MEAL MASHES... A boon to 


Poultrymen providing increased flock health, produc- 
tion and growth. 


@ WONDER 40% HOG SUPPLEMENT... The 


most efficient pork maker. 


@ And many other money-making items that repeat because 
of their quality... Also... Arcady Health-Building Poultry 


Remedies. 


WRITE FOR DETAILS 


ARCADY FARMS MILLING CO. 


CHICAGO 3 


Arcady -Wonder Feeds 


os increased profits for you and your customers 


ILLINOIS 
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e DAN BUHR has opened the feed mill 
and grain elevator at Readlyn, Ia., which 
has been idle for the past three years. 


e EARL SMITH, Clintonville Coopera- 
tive Elevator Co., Clintonville, Wis., re- 
turned recently from a vacation which 


he spent with his family at Three Lakes, 
Wis. 


— 


Ames Reliable Products Company 


uality AND Service 
COMBINED..... 


A FEED for EVERY NEED 


@ For nearly twenty years we have been manu- 
facturing Live Stock and Poultry Feeds and 
Minerals which have made money for hundreds 
of Iowa Feeders. 


@ The Quality of our merchandise is proven by 
the ever increasing number of enthusiastic users 
and dealers. We offer a dealer service that cannot 
be surpassed, and we are in position to supply 

everything in the feed line which Iowa feeders need 
i in raising Hogs, Cattle and Poultry at a profit. 


We sell only through Authorized Independent Feed Dealers 


e STEVE DORENKAMP, 51, manager 
Farmers Elevator Co., Plasville, Ia., 
died August 7 at a hospital at New 
Hampton, Ia. 


~~ 


e JOHN LENO, Bowdle, S. D., will erect 
a three-story mill at Bemidji, Minn., and 
will manufacture feeds, flour and break- 
fast food. 


AMES, l|OWA 


THREE NEW PRODUCTS 


carrying the stamp of approval of thousands of leading poultrymen and 
hatcherymen are offered to the progressive feed dealer. 


Hen- Dine and Chick- Dine 


The two new iodized calcium supplements for poultry—one for growing 
and mature birds, the other for chicks. Fed like ordinary shell, they pro- 
vide the necessary calcium together with the correct amount of iodine 
to insure maximum digestion and most complete utilization of all feeds. The 
results are more rapid growth, higher vitality, earlier production of eggs and 
market birds, longer laying periods, more eggs, better shells, and increased 


profits. 
A\trowhead Insoluble Grit 


Made from pure flint, the hardest and most efficient insoluble poultry grit 
on the market. Available in chick, hen, and turkey sizes. 


And, lest you forget, our regular products are No. 4 Carbonate Flour, 


Electro Calcium Carbonate, Iodized Calcium Carbonate, Shellmaker in chick, 
hen, and turkey sizes, and Cal-Carbo. 


Write today for samples and prices. . 
CALCIUM CARBONATE COMPANY 
43 East Ohio Street Chicago, Illinois 
Mills at Carthage, Mo.; Quincy, |ll.; Ste.Genevieve, Mo.; Weeping Water,Nbr.;White Bear,Mo. 
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OHIO 

Frank Lloyd, Hannibal, opened his 
new feed store with a dance August 13. 

Peter W. Breidenbach, Kenton, has 
purchased the Mt. Victory elevator, Mt. 
Victory, from Edwin G. Craun. 

R. L. Farrar has opened a new feed 
store at London. 

Henry Hirsch, Henry Hirsch & Sons 
Co., Toledo, pioneer seed man, died 
August 13 at his home. He was 83 years 
old. 

Pugh Milling Co. plant, Vincent, was 
destroyed by fire August 10. 

Samuel F. Weist has reopened the 
Jones elevator, LaRue, and is buying 
grain and selling feed and coal. 

W. H. Smith, Findlay, has purchased 
the Carey Mill & Elevator Co., taking 
possession on September 1. 

R. S. Altman, Irwin, Pa., has purchased 
the plant of Allen & Wheeler, Troy, and 
will manufacture a line of prepared feeds. 

Montana Flour Mills Co. has purchased 
the Fairchild Milling Co. plant, Cleveland, 
and will erect a 500,000 bushel elevator. 

Mrs. Frank Harris has brought suit for 
$25,000 against the city of Findlay and 
the Dayton Fireworks Co. for the death 
of her husband, manager, McComb Farm- 
ers Cooperative Co.. McComb, who was 
killed by an aeriel bomb while watching 
a municipal fireworks display last July 4. 


e J. J. McINTYRE, who operated the 
Farmers Elevator Co., Campbell, Minn., 
for many years died suddenly at his home 
August 1. He was 64 years old. 


ILLINOIS 

W. L. Finson, Monticello, has installed 
a feed mixer, grinder and corn cracker. 

Forreston feed mill, Forreston, is build- 
ing a new addition across from its present 
location which will be used for storing 
feeds. 

Koelling Feed & Paint Co. warehouse, 
Crete, was destroyed by fire recently with 
a loss estimated at $9,000. 

Adrian Elevator Co., Adrian, is con- 
structing a new addition to its present 
plant and will install a feed mill. 

Hirstein feed store, Mackinaw, has dis- 
continued business. 

Glenn Bowton, Abingdon, has moved 
his feed store to a building across the 
street from his former location. 

Fairview Farmers Elevator Co., plant, 
Fairview, was destroyed by fire recently 
with a loss estimated at $20,000. It will 
be rebuilt. 

Harold Maugans, manager of the Lone 
Elm hatchery, Litchfield, has resigned to 
accept a sales position with the Corno 
Mills, East St. Louis, Il. 

Paul R. Wakefield, Cowden, has pur- 
chased the L. R. Montooth feed store, 
Lakewood. Mr. Montooth will confine his 
business to his store at Shelbyville. 

Lincoln feed store, Lincoln, has been 
opened for business by O. R. Horn. 

Illinois Yeast Co., Princeton, is ex- 
panding its plant to handle increased busi- 
ness. William Enright is owner and gen- 
eral manager of the firm. 

Fred Snyder, Evergreen Park, is con- 
structing a new feed store. 

W. J. Musgrave has purchased the 
F. M. Levitt feed store, Flora. 
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Robbers Wanted ‘‘Big Jo”’ 
Says Hub Weber 


Although three bandits obtained $2,- 
640 from the Auburndale State bank, 
Auburndale, Wis., in a recent holdup, 
H. J. Weber, Hub City Jobbing Co., 
Marshfield, Wis., insists that the cash was 
incidental and that the robbers really 
were out to get a supply of Big Jo flour 
which his firm distributes in the territory. 

As proof of his contention he submits 
a photograph of the interior of the bank 
showing an attractive girl who was in the 
bank when the bandits entered. She was 
wearing a Big Jo apron. 

Hereafter, Mr. Weber reports he is 
going to keep his warehouse well guard- 
ed, in the event the robbers return to 
discover where the large stocks of Big 
Jo flour are kept. 


e BRUNSELL & CO., Evansville, Wis., 
has been incorporated to engage in a gen- 
eral feed and milling business. Interested 
parties are H. F. Brunsell, Elizabeth G. 
Brunsell and A. B. Fellows. 

FEED CONTROL MEETING 


The annual convention of the Associa- 
tion of American Feed Control Officials 
will be held at the Raleigh hotel, Wash- 
ington, D. C., December 3 and 4. It will 
follow directly after the annual meeting 
of the Association of Official Agricul- 
tural Chemists. L. E. Bopst, College 
Park, Maryland, secretary-treasurer of the 
control officials will direct arrangements. 


“Best advertising we've 


“ul 
ever used ........ 
SAY OUR DEALERS 


. and, “The best chick feeder 
bargain ever offered” say their 
customers. Thousands of deal- 
ers are using UNIVERSAL 
CARDBOARD FEEDERS to 
stimulate their poultry feed busi- 
ness .... millions have been sold. 
We print your name and adver- 
tisement on top panel. You offer 
one with purchase of poultry 
feed ... . sell additional feeders 
at a profit. Saves feed, saves 
money and saves the chicks. 
Brings the customers in and pro- 
tects the feed you sell. Patented 
in U. S. and Canada. Write us 
about our dealer proposition. 


GENERAL Distriputinc Co. 
NEWTON, KANSAS 
Distrib d in Wi in by 


LA BUDDE FEED & GRAIN CO. 


MILWAUKEE 


Shippers of . 


Corn Oats 
Feed Barley 


Poultry and Milling Wheat 


° Any Grade 
Any Quantity 
°* Any Time 


Buse © 
MINNEAPOLIS MINNESOTA 


Write or Wire for Quotations 


“A MONEY-MAKING FEED DEALER 
TELLS HOW HE CASHED IN ae 


“Three years ago we began mixing 
feeds, and from the beginning have 
confined ourselves to Armour products. 
This has not only been in our favor 
in making quality feeds, but has done 
considerable to inspire confidence 
among our trade. We feel we have no 
better talking point than that we use 
Armour Brand Products.” 
G. D. ESTES, President 
Midwest Grain Company 
Hutchinson, Kansas 


For information, write to 
Armour Feeds put on finer finish at less cost 


ARMOUR 
leas than fre AND 
on your hogs in less time. 
Armour’s Meat and Bone Scraps COMPANY 


Dairy cattle give more milk and drop stronger epee 


Animal Feed Department 
protein elemen 


THE FEED BAG — September, 1936 


UNION STOCK YARDS, CHICAGO 


e430 


é 
i 
ee | : 
‘ 
} 
j . 
' 28 
} 
198 
| ; 
| 
i 
14 
i 
| 
> 
| 
| ‘ 
4 


IC IC IC IC ICICICIC IC IC IC IC IC IC IC CIC ICICICIC 


Ic 


W. M. BELL COMPANY 


GRAIN & STOCK EXCHANGE - MILWAUKEE, WIS. 


40 Years of Satisfactory Service 
.. We Solicit Your Patronage. . 


Ww. A. HOTTENSEN 
PRESIDENT 


R. G. BELL 
VICE PRESIDENT AND TREASURER 


F. B. BELL 
SECRETARY 
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We specialize in car lots of Millfeeds, Linseed Meal, 
Soy Bean Meal, Oyster Shells 


FARLEY FEED CO. 


JANESVILLE WISCONSIN 


Importers of Pure Norwegian Cod Liver Oil and Peat Moss. 
We will be glad to quote on carloads or L. C. L. shipments. 


MONARCH 
YEAST « Feed Mill and Feed Dealers 


Why let peddlers take your yeast business selling for nearly 
twice as much that require 3% or more to give fermentation. 


1% of Monarch Yeast gives excellent results. Monarch Yeast 
is a pure live, feeding yeast guaranteed to be second to none. 


Price: 500 Ibs. lots, $5.75. Freight prepaid. 


Write now for sample and particulars. 


Otto Manufacturing Co. Cedar Rapids, lowa 


- 


MILL MACHINERY 


Get our New Low Price on the 1936 
Model Feed Mixer with all latest im- 
provements. Write for details. 


Everything for Mill and Elevator 


1936 Model 
Feed Mixer THE DUPLEX MILL & MFG. 


SPRINGFIELD, OHIO 


co. 
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Farmer Speaks His Piece 
To the Feed Man 


(Continued from Page Twenty-nine) 
ago sittin’ right next to mine and 
wouldn’t even say “hello.” Since when is 
she too danged swell to recognize one 
of your customers? Or was she too oc- 
cupied thinking what a striking resem- 
blance of you those monkeys made swing- 
in’ aroun’ up there on them bars? 

I plumb forgot. My kid’s got a grudge 
agin’ you, too. He says he stopped at 
your store to get a few little prizes for 
the 4-H club picnic and you told him 
you couldn’t see any sense in the idea 
‘cause kids never bought anything from 
you anyway. Well, don’t forget, if it 
hadn’t been for Johnny I’d never had 
that pure bred bull on my farm and 
started feeding balanced rations and 
keeping records. Just remember that 
Johnny is a pretty good pal of mine and 
him tellin’ me he don’t like the way you 
turned him down isn’t gonna make me 
like you better. 

Well, I guess I spoke my piece and I 
gotta get going on my chores. Ain’t got 
no time to worry bout you fellows in 
the feed business. 

e WAYNE FISH & CO., jobbers and 
brokers, announce the opening of their 
first and permanent offices at 1420 Rand 
Tower, Minneapolis, Minn. 

e BEAN BROS., Hayt Corners, N. Y., 
are constructing an addition to their plant 
and will install a large molasses unit. 


For SATISFACTORY 
PRICES CONSIGN YOUR 
NEXT CAR TO . 


J. V. LAUER 
COMPANY 


Pioneer 
BARLEY 


Salesmen 


Grain & Stock 
Exchange 


MILWAUKEE, WIS. 
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Flour Production Boosted 
4,000,000 Barrels 


Flour production in the United States 
increased approximately 4,000,000 barrels 
during the crop year ending June 30, 
1936, as compared with the correspond- 
ing period two years ago. Increased popu- 
lation, distribution of relief flour and 
heavy stocks on hand in the summer of 
1933 which naturally reduced production 
until they were worked off, are factors 
believed to have been responsible for the 

ain. 
. Total number of barrels produced in 
the 1933-34 crop year were estimated at 
04,175,639, in 1934-35 the amount rose 
to 96,613,151 barrels, and the aggregate 
for 1935-36 is placed at 98,420,262 bar- 
rels. 

It is felt that the increase may be 
actually greater than indicated by the 
figures because all accounts seem to agree 
that flour stocks on June 30, 1936 were 
not as heavy as they normally are. Some 
observers report that stocks are actually 
far below their usual size this season. 

Efforts of the Wheat Flour Institute 

of the Millers National Federation are 
also believed responsible for creating a 
greater demand, thus necessitating in- 
creased production. 
e SEYMOUR COOPERATIVE — Ex- 
change, Seymour, Wis., is completing 
the construction of a new feed grinding 
and mixing plant. New machinery and 
equipment have been installed. 


_ 


FEEDS HAY 
GRAIN 


DEUTSCH & SICKERT CO. 


Grain and Stock Exchange 
MILWAUKEE, WISCONSIN 


Phone Marquette 3140-3141 


Feeds, any kind — any kind or 
quality grain — Barley, Corn 
and Oats. 


Consign to us for best results. 
“Personal Service” and Satisfac- 
tion Guaranteed. 


® Buyers and sellers, phone, 
wire or write your needs. 
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Keep the Profits at Home 


with a MARION MIXER 


e Whether your requirements call for dry feed, mineral feed, or molasses 
feed, the MARION MIXER does a thorough job on all. A simple attachment 
also enables you to mix cod liver oil into the batch. 


@ MARION MIXERS are of the horizontal type, oversize in capacity and 
sturdy in construction with every moving part accessible. Pressed steel blades 


fit closely to the sides, assuring a thorough mix and thorough cleanout when 
the job is finished. 


e Explain your particular installation problems and we will build a special 
mixer to meet them. Write today for our attractive prices and terms. 


HANDY SACK BALER COMPANY 
IOWA 


MARION ‘ ‘ 


You can increase your flour sales 
by recommending 


MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 
Let us include MINNESOTA GIRL 
FLOUR in your next car of 
@ Queen Wheat Feed 
@ Cherokee Pure Bran 
@ Cherokee Middlings 


WIRE US FOR PRICES 


GUARANTEED 


CAPITAL FLOUR MILLS, INC., Minneapolis,,Minn. 


COMPLETE IN AMINO ACIDS 


A substitute for Dried Milk Products in mixing feed for poultry and farm animals 


RYDE’S ORGANIC MINERALS 


BETTER GROWTH AND RESISTANCE AGAINST DISEASE 
Write for more information and prices 


5425 W. ROOSEVELT RD. 
RYDE & COMPANY CHICAGO, ILL. 


Ryde’s Cream Calf Meal—The Cream Quality Calf Meal 
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Order a Mixed Car of 


Golden Loaf Flour 


The flour with the Vim and Pep left in 


& 
Bran and Middlings 


—Higher in Protein— 


TENNANT & HOYT CO. 
LAKE CITY, MINN. 


HIAWATHA e 


GROUND GRAIN SCREENINGS 


(BULK OR SACKED SHIPMENTS) 


A domestic grain and flax seed screenings mixture, carefully blended 
to assure constant uniformity, thereby meeting the demands of the 
most discriminating. 


(A Most Profitable Base for Feed Manufacturers ) 
WE SPECIALIZE IN ALL TYPES OF SCREENINGS 
Write or Wire for Prices 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


| “All your needs in grain and feeds” |@ 


Sunset Feed & Grain Co., Ine. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 
THE HUBINGER COMPANY, Keokuk, Ia 


Corn Germ Meal and Gluten Feed 


ROSENBAUM BROTHERS, Chicago, IIl....................-....-----+----+---- Grain 
VANDERSLICE-LYNDS CO., Kansas City, Milo and Kaffir 
FAIRMONT CREAMERY CO., Omaha, Neb .. Cond d and Dried Buttermilk 
L. C. NAISAWALD & SONS, INC., New York City................------------------+- Blackstrap Molasses 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa Oyster Shells 
NATIONAL OATS CO., Cedar Rapids, Oat Products 
FERNANDO VALLEY MLG. & SUPPLY CO., Los Angeles, Cal................--... Alfalfa Leaf Meal 
HEALTH PRODUCTS CORPORATION..................-..--- CLO-TRATE Concentrated Cod Liver Oil 


Contains All the Vitamins... A, B, C, D, 
E, and G in Highly Concentrated Form 


... makes a better mixed feed .. easy to mix .. . reduces investments 


in stocks . . . takes hidden weaknesses and guesswork 
out of feeds and feeding. 


Complete, tested advertising and selling plan furnished FREE to 
each VITAMELK FEED MANUFACTURER. .. . Be your 
district's exclusive VITAMELK FEED MANUFACTURER. 


Send for full information at once. 
DISTRIBUTORS CONVENIENTLY LOCATED IN EVERY STATE 


DAWE’S PRODUCTS CO. 


COMMODITY EXCHANGE ACT 


Registration blanks for commodity 
futures commission merchants and floor 
brokers applying for registration under 
the commodity exchange act are now 
available at the various field offices of 
the commodity exchange administration, 
United States department of agriculture. 
No person can legally operate as a fu- 
tures commission merchant or floor 
broker after September 13 without hav- 
ing registered under the act. An individ- 
ual, according to Dr. J. W. T. Duvel, 
chief of the commodity exchange ad- 
ministration, who is engaged in the pit 
or ring in behalf of a single clearing 
firm and none other, need not be reg- 
istered under the act as a floor broker. 
Addresses of the respective field offices 
of the commodity exchange administra- 
tion are 45 Broadway, New York, N. Y.; 
332 South LaSalle street, Chicago; 
Chamber of Commerce building, Min- 
neapolis, and Board of Trade building, 
Kansas City. 


e ANDREW BROWN, manager of the 
feed manufacturing plant for J. B. Gar- 
land & Son, Worcester, Mass., returned 


recently from a month’s vacation in 
Scotland. 


e EUGENE C. DREYER, Dreyer Com- 
mission Co., St. Louis, Mo., is spicing 
his conversation with tales about all the 
big ones that got away while he spent 
a combined vacation and fishing trip at 
Frankfort, Mich., recently. 


CEREAL 


GRADING CO. 


MINNEAPOLIS 


Specialize in 


GOOD 
CORN and OATS 


For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US 


AGLE ROLLER 
MILL CO. 


NEW ULM, MINNESOTA 


Manufacturers 


Daniel Webster 
and Gold Coin 


SPRING WHEAT FLOURS 
RYE FLOURS 


Commercial and Mill Feeds 


e460 


THE FEED BAG — September, 1936 


| 
ent 
a 
Golden 
= ~ - 
is 
= & 
4 = 
| 
gme 
it CONCENTRATED || 
P VITAMIN FOOD 
: CONTAINS ALL SIX A 


Miss Schuler Quits Post 
Cochran Succeeds 


After 25 years of service in the flour 
and feed industry, Miss Edith M. Schu- 
ler has resigned as secretary and sales 
manager of the Cannon Valley Milling 
Co., Minneapolis, Minn. She left Septem- 
ber 1 to make her home in California, 
but will retain her interest in the compa- 
ny and continue as a member of the 
board of directors. 

Clement H. Cochran, former president 
and general manager of the Thornton 
& Chester Milling Co., Buffalo, N. Y., 
has been appointed as Miss Schuler’s 
successor. Mr. Cochran, during the regime 
of the AAA, served as milling adminis- 
trator and worked with the members of 
the committee of the National Federation 
of Feed Associations in its: efforts to 
draft a suitable code for the industry. 
He became associated with the Living- 
stone Economic service, Kansas City, 
after leaving his government post. 

Miss Schuler was in charge of sales 
for the Cannon Valley Milling Co. for 
the past 12 years and was in a large 
measure responsible for its splendid suc- 
cess. She became associated with the 
milling business 25 years ago, starting 
with the old Phoenix Mill Co., Min- 
neapolis. Her friends in the industry are 
legion. 


e KENT & CO. elevator and feed mill, 
Indianola, Ia., was destroyed by fire 
August 21 with a loss estimated at $50,000. 


HEAVY SWEETENED BUFFALO 


error is one of the most economical and effi- 
: ; cient ingredients for rations for all 
classes of livestock, HEAVY 
SWEETENED BUFFALO is palat- 
able, highly digestible, a good milk 
producer and a great energy food be- 
cause of its content of Dextrose, the 
food-energy sugar. The rations you put 
out to your trade will be better rations, 
and cost less to make up, if you include by 
a liberal percentage of HEAVY 
SWEETENED BUFFALO in them. 
Available in mixed cars with Standard Buffalo Corn Gluten 


GUARANTEED 


Feed and Diamond Corn Gluten Meal. 


CORN PRODUCTS SALES CO. - NEW YORK & CHICAGO 


E.S.¥ 
W oopworri, 


WAREHOUSE 
Licensed — Bonded 
Storing All Kinds Flour & Feeds 


18th Ave. S. E. & Elm St. 
MINNEAPOLIS, MINN. 
(Successors to 
E. S. Woodworth & Co.) 
Mrs. E. S. Woodworth, President 


territory. 


Manufactured and Distributed By 


DAIRYMEN’S LEAGUE CO-OPERATIVE ASSOCIATION, Inc. 


11 West 42nd Street — New York, N. Y. 


All poultry rations should 


chants throughout eastern 


include liberal quantities 
of DAIRYLEA DRIED 
SKIM MILK. Also good 
in all rations for calves, 
poultry and swine. Carried 


by principal feed mer- 


EW RICHMOND 
ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 


Mill Feeds 
Coarse Grains 
Feeding Oatmeal 
Sardilene Oil 


MIXED OR STRAIGHT 
CARS 


EXCELSIOR 


MILLING COMPANY 


MINNEAPOLIS, MINNESOTA 


HIGH QUALITY PRODUCTS 
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CLASSIFIED 


Service department for our read- 


ers. Low Rates: 25c per line; 
minimum $1.00. 


TRUCK SCALE FOR SALE 
15 ton 9’x20’ platform scale. First class shape. 
Will sacrifice. Write DK-40, c/o THE FEED 
BAG, Grain & Stock Exchange, Milwaukee, Wis. 


FEED BUSINESS FOR SALE 
Established retail feed business located in 
northwestern Wisconsin. On track. Attrition mill. 
Less than $3,000. Write EL-91, c/o THE FEED 
BAG, Grain & Stock Exchange, Milwaukee, Wis. 


FEED MIXER FOR SALE 
One ton capacity—floor level feed—has motor 
~—-latest style machine—used short time. Write 
CD-91, c/o THE FEED BAG, Milwaukee, Wis. 


CORN CRACKER FOR SALE 
Cutter—grader—polisher—aspirator, one ton 
per hr. A-1 condition, guarantee. Write CM-91, 
c/o THE FEED BAG, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Suitable for 20 to 40 HP. Used 6 months. 
Bargain for cash. Write MM-91, c/o THE 
FEED BAG, Milwaukee, Wis. 


ATTRITION MILL FOR SALE 
Robinson Attrition Mill, Belt Drive complete 
with driving units 24’ for sale reasonable. 
Write BUSHMAN MILLING, INC., 608 North- 
ern Bldg., Green Bay, Wis. 


FEEDS AND FEEDING 

You should have the latest edition of Feeds 
and Feeding by Prof. F. B. Morrison. Contains 
300 pages more than former copies, including an 
entirely new chapter on proteins, minerals and 
vitamins. No person engaged in producing or 
handling feeds can afford to be without it. Only 
$5.00 per copy. THE FEED BAG, 741 No. Mil- 
waukee Street, Milwaukee, Wis. 


ADDRESSING MACHINE FOR SALE 

Addressing machine in good condition. Tell 
us the number of names on your list and we can 
quote you price complete with addressing plates 
ready to run. Replacement with new and larger 
equipment necessitates selling machine at attrac- 
tive price. THE FEED BAG, 741 No. Milwaukee 
Street, Milwaukee, Wis. 


e HIRAM KRILL who formerly oper- 
ated mills at Burlington, Farmington, 
Macedon and Pittsford, N. Y., recently 
celebrated his 96th birthday at his home 
in Rochester, N. Y. He is a Civil War 
veteran. 


e BARODA MILL, operated by Morley 
& Goodharline, Baroda, Mich., is being HONOR ROLL 19 | 
improved and painted with aluminum | 


paint. 


e GEORGE JURS, Farmers Equity Co- Barley Shippers 


operative Co., Plymouth, Wis., is ex- 
pected back soon from his vacation in Mail us samples of your new 


Maine. a barley for value and bids. 


e I. K. MAYR, Mayr’s Seed & Feed Co., 
Beaver Dam, Wis., returned recently 
from a trip to the Black Hills. He stop- 


e 
ped on his way back to visit Shenandoah, Fraser-Smith Co. 


Ia., where he made a study of the radio Barley and Oat Specialists 
program being sponsored by the Henry 


Field Seed Co. there. Mr. Mayr is a MILWAUKEE 


consistent user of radio advertising in MINNEAPOLIS CEDAR RAPIDS 
his own community. 


Ship that next car to 


TRUCK OR CARLOADS 


MEAT SCRAPS 
LINSEED OIL MEAL YES 
SARDILENE OIL Powdered Milk, 
MANEY BROS. MILL & ELEVATOR CO. Meat Scraps, Cod 
MINNEAPOLIS, MINN. Liver Oil, Malt 
Sprouts, Brewers 
DAKOTA MILLING CO. Grains, Mill Feeds, 
Mixed or straight cars M l as. ote 
MILL FEED . . . FLOURS 
815 Chamber of Commerce can be bought in ton lots at 


MINNEAPOLIS, MINN. Feed Supplies, Inc. 


West Allis 1637 South 83d Sf. 


North Milwaukee - 3328 West Cameron Ave. 


HAY AND MILL FEED 


Write for Prices 


Midland Hay & Feed Co. 


MINNEAPOLIS, MINN. 


antty Fair 


PURE OLD PROCESS i l 0 ul 
LINSEED OIL MEAL 
A Suggestion—Write us today if interested. 
Either prompt or deferred Linseed Meal. Made Right and Priced Right. 
Save Money. ‘“‘Stand by Stan.” 
A.L. STANCHFIELD & CO. 


Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


Write for our prices in straight 
and mixed cars with bran, mid- 


UNIVERSAL YEAST 


Use it in your mashes to control bowel 

disorders and to keep poultry, hogs, and 

other livestock healthy and thrifty. 
Manufactured by 


RICE LABORATORIES, INC. 
assel, Minnesota 


D-R-U-M-S 


you in the market for molasses drums? We 
can supply good, clean, 55-Galion Drums _ painted, 
ready to fill. Guaranteed no leakers. Complete with 
bungs and new gaskets. Local or carload. 

We also buy Cod Fish Oil and other Drums. All 
sizes. Write us for quotations. 


NORTHWESTERN BARREL CO. 


MILWAUKEE, WIS. 


dlings, Cannon feed (flour mid- 


dlings), and Billie feed (red dog). 


FEEDSTUFFS| | Cannon Valley Milling Co. 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since °92) 
Merchants Exchange St. Leuis, Mo. 
Board of Trade Bldg. Kansas City, Mo. 


MINNEAPOLIS, MINN. 


MOEBIUS 


Northwest Linseed Meal Co. 
HEADQUARTERS FOR 
PURE LINSEED MEAL 
Write tor price delivered your station 
314 Flour Ex. Bldg., Minneapolis, Minn. 


PRINTING 
COMPANY 


CERTAINTY 


THE QUALITY THAT COUNTS 
FLOUR -CEREALS-CORN MEAL-FEEDS 


Beaver Valley Milling Co. 
Des Moines, Iowa 


Established 1892 


Franke Grain Co. 


Incorporated 


GRAIN AND FEED 


Milwaukee Wisconsin 


PRODUCERS OF THE 
FINEST IN PRINTING 


CREATORS OF PRINTED 


ADVERTISING That SELLS 
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Free Pancakes Served 
By Iowa Mill 


In order to advertise his pancake flour, 
E. B. Cordell, manager and owner of the 
Boone Cereal mill, Boone, Ia., took a 
booth at the state fair and served pan- 
cakes to country and city folks. Veritable 
swimming pools of syrup and coffee were 
served with the cakes and the largest 
number dispensed in one day was 2,000. 
The cost of maintaining the booth during 
the fair was approximately $300.00 but 
considered well worthwhile by Mr. Cor- 
dell. 

The firm which operates a successful 
feed business at Boone recently added 
the pancake flour to its line of products. 
It has proved to be a profitable venture 
and is considered important enough by 
Mr. Cordell to place it among the depart- 
ments of his business on which the bulk 
of his advertising appropriation is spent. 


e GRIGGS & BALL CO. feed mill, East 
Aurora, N. Y., which was destroyed by 
fire recently with a loss of $30,000 will 
be rebuilt. 


BARLEY RECORD 

Reeseville Elevator Co., Reeseville, 
Wis., established a new record in barley 
shipments last month for a ten-day pe- 
riod which has never been equalled in its 
history. More than 80,000 bushels of 
barley were moved out of its plant with 
an average of four cars a day. Fred 
Yerges is manager. 


e C. A. STONE FEED & COAL CO. 
feed warehouse, Oakville, Conn., was 
recently destroyed by fire. Judson Bros. 
who took over the business seven years 
ago are the present owners. 


¢ BANNER GRAIN CO., Minneapolis, 
Minn., an established firm, has been in- 
corporated to deal in grain with capital 
stock of $50,000. Incorporators are J. R. 
Stewart, I. Stewart and E. P. Kehoe. 


@ WILLIAM HILL has purchased the 
Raymond White seed, feed and produce 
business, Augusta, Ill. 


e JONES BROS. elevator, West Leban- 
on, Ind., was recently destroyed by fire 
with a loss estimated at $20,000. 


@¢ RAYMOND BOGARD has opened for 
business at Marietta, Ohio, under the 
name of Bogard Feed & Produce Co., 


SHIP TO 


ROY I. 


Wise Choosing Goes With Success 


AMPBELL Commision 


Merchant 


Milwaukee, Wis. 


ExcLUSIVELY GRAIN FUTURES 


Phone Marquette 2329—Direct connection to Exchange 
Floor Assures PROMPT PERSONAL SERVICE. 


Donahue-Aston Co. 


759 No. Milwaukee St. 
MILWAUKEE, WISCONSIN 


—— 


: 


{|\ DAISY BATCH FEED MIXERS 


Horizontal type. Capacities from 1% to 2 tons per batch. Requires only 
3 H.P. on 1-ton size. Loads, mixes, discharges and sacks a ton batch in 
12 minutes. Entirely self contained. Quiet in operation. Motor or belt 
drive. Write for complete information and low factory-to-user prices. 


R. R. HOWELL & CO. 


ch 2 MALCOLM AVE. S. E. 


MINNEAPOLIS, MINN. 


Jacobson Ajacs 
(Hammertype) Grinder 


Will put real profit in your feed 
grinding business. Many users say 
it is the fastest grinder in its power 
size regardless of price. 


Two sizes: 20-30 or 30-40 HP. 


Belt or direct 
motor driven. 


Send for our 
new mill 
machinery 
catalog 
FREE 


A.E. Jacobson Machine Works, Inc: 


Sales Office: 405 4th Av. S. 
MINNEAPOLIS, MINNESOTA 


NEW CROP 


Alfalfa Meal 


Nice 
Quality 
All grades 
and grinds 


You will like our 
Alfalfa Meal and 
our Superior Ser- 
vice. 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLO. 


Merchants Exchange: 


ST. LOUIS 


Pecos Valley Alfelta Mill 


TRY OUR 


PECOS SPECIAL 


IT’S BETTER 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 
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RIEBS VIEW 


Vol. 4, No. 9 September, 1936 


Milwaukee, Wis. 


SENSE and NONSENSE 


BETTER BE CAREFUL I'm just an absent minded 
First Wife: “Is your hus- | Umpire. 
member of a secret 
“Second Wife: “He thinks 
| experience plus Expert Judg- 
so, but he talks in his sleep? hen yon to 


Ship your new crop barley 
HAW! HAW! 
Salesman: ‘“‘These are es- 
pecially strong shirts, sir. 
VERY OBVIOUS They laugh at the laundry.” 
Husband: “Last night Customer: “I know that 
when I got home my wife | kind. The last one’s I bought 
had my chair drawn up be-| from you came back with 
fore the fire, my _ slippers | their sides split.” 
ready to put on and— 
Bachelor: “And how did 
you like her new hat?” 


Riebs can get you top prices 
for malting barley. 


Beards don’t grow on our 
expert barley service. COMPETITION 
Beach Peach: “It must 
have taken a lot of courage 
FORCE OF HABIT to rescue me the way you 
Waiter: “Sir, when you | did.” 
eat here you do not need to Hero: “You bet it did. I 
dust off the plate.” had to knock down three 
Customer: pardon, life guards to do it.” 


Published Monthly by The Riebs Co., Milwaukee 
MALTSTERS AND GRAIN MERCHANTS 


Better Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK asour sacs! 


(Quoted from Customer’s Letters) 


“Certainly your action in this 
matter demonstrates the spirit 
of fairness which is of the high- 
est type, but that is in keeping 
with your performance in all 
transactions between us, and 
makes our business relations a 
real pleasure.” 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


Welding 


of all styles and makes of 
ATTRITION 


New and reconditioned 
heads in stock—so don’t 
shut down, Wire or Phone 
us your needs. 


ALSO REMACHINING, BALANCING and RESETTING 
All work done by experienced mill manufacturers 


and warranted for one year. If necessary our service 


car will call for repairs and deliver. Estimates cheer- 
fully given. 


ALL MAKES OF 


Hammer and Attrition Mills 


REPAIRED, RECONDITIONED OR TRADED 


Plate Bolts and Ball Bearings in Stock. 
Motors Rewound — Parts Furnished, also Exchange 
Motors and Rentals. 
DIAMOND 
HULLER Co. 


Grinding Plates, Hammers 
and Screens for All Types 
of Mills Solicited. 


e506 


You'll like the Nicollet ... 


because you have a choice of 600 spacious, 
sunlit rooms with deep luxurious beds, soft 
water for bathing; because you'll receive 
thoughtful, convenient service; because you'll 
enjoy the excellent foods served in the beau- 
tiful Minnesota Room and in the smart Coffee 
Shop; because everything possible is done to 
make your stay pleasant. 


NICOLLET HOTEL 


MINNEAPOLIS 


THE FEED BAG — September, 1936 


a 
| 
| 
ie | 
4 
4 
Winona, Minn. 
= 


| 


You, too, can have 
your sales increased 
by using CLO- 
TRATE in your 
feeds. Write for full 


information about 


CLO-TRATE. 


CLO-TRATE is produced under the Barthen 
Process (U. S. Patent No. 1,984,858). 


HEALTH PRODUCTS CORPORATION 


MANUFACTURERS OF COD LIVER OIL CONCENTRATE PRODUCTS 
NEWARK, N. J. CHICAGO, ILL. 
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“THE HIGHEST PRICED FLOUR IN AMERICA AND WORTH ALL IT COSTS 


gis OF 


BRAND 


KING MIDAS HAS Golden 


Says Herman Schultz of Schultz Bros. Co., Sheboygan 


We value the King Midas account because it is a real 
money maker for us. Through more than 20 years as a 
King Midas distributor, it has always proven profitable to 
us, and better than that — its uniformly high quality has 
always given universal satisfaction to our customers. Last 


year, we almost doubled our sales of King Midas flour. — 


Schultz Bros. Co. is one of Wisconsin’s outstanding feed firms and largest 
wholesale grocers. The new two story, heated, fireproof warehouse, 
pictured above, was recently completed to facilitate handling a steadily 


increasing business. 


MIDAS 
MINNEAPOLIS, MINNESOTA 


OVER 1,000,000 BARRELS YEARLY PRODUCTION 
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